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There’s nothing so dead as a dud pre-filled marking device that’s supposed to be 
“ready to use’’...nor so damaging to customer’s good will. That’s why Speedry 
Magic Marker’s guarantee of 3 years’ shelf life is so important. They always 
work, last longer, provide incomparable performance by virtue of superior engi- 
neering and ink formulation. No imitation can approach Speedry’s patented 
achievements. Magic Markers may cost a little more at first but more and bet- 
ter mileage plus inexpensive refills are what brings customers back. You can 
rely on Speedry. Over 20,000,000 Magic Markers sold...and 20 years of pro- 
duction skill tell the profit by preference story. 


Magic Marker: 77c each retail, refills 39c. Eleven colors plus black & white. In popular 3-color 
sets, dozen-packs and 12-color Art Sets, as well as single units. Free display and merchandis- 
ing aids for dealers. Nationally advertised. Available from nearby Speedry distributor or 


Magic Marker wholesaler. FREE CATALOG & PRICE LIST of entire Magic Marker Line 
on request. Write: 


SPEEDRY 


DEPT. MS-10 


PRODUCTS, INC. 


RICHMOND HILL 18, N.Y. 
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We refer to those buyers of stationery departments, that are still handling a variety and 
volume of papeteries and writing papers. This was a big business, when thousands of 
units were being turned over every day. 


What is wrong with the writing paper business? Really, nothing! Most stores devote most 
of their space to all kinds of articles and products, other than what the name “‘stationery”’ 
implies. Perhaps you, DEAR READER, are one of the many buyers that state, ‘‘we just 
don't sell stationery any more’’. But you could and you should and you will, if you will 
seriously consider what we now have to offer. 


We have been seriously concerned about our stationery business, as well as your own. 
There is no use of crying over spilled milk, but what is needed is a new shot in the arm 
and that is just what we are offering you from... 


Bentz Paper Works in Western Germany. Consider compendiums 
and boxes in motifs designed by Germany's leading artists in 
genuine periods from Persia, Greece, Kashmir, Egypt, Saudi 
Arabia and even the Sahara Desert. 


There are compendiums 20/20, decorated or plain sheets and 
with decorated, tissue-lined envelopes, at 55¢ each (minimum 
of 24 doz. assorted at 50¢ each). Also in monarch size 25/25 
at $1.15 each, giving you both a remarkable $1.00 and $2.00 
"Tee. retail value, and...while talking about the $2.00 retail we have 
a series of boxes, presen lids, extension bottoms 30/30 at the same price. Minimum order on 
this line, 12 dozen one category or assorted of the three ranges or $50.00. 


. .and may we also present in LOOKS AND QUALITY the “hors d'oeuvres and champagne line’’ at 
incredibly low prices from... 


Josef Schwarz of Vienna 
Here you will find rag, parchment, linen and other finishes in a 
range of colors such as you have not seen in years. We have 
informals with or without panels, semi-notes, single and folded — 
sheets, and to satisfy the huge demand for men’s writing papers © 
which has never been fully covered heretofore, MAN SIZE papers, 
hand deckled (and the deckle is on all four sides) and we must 
mention our super size tissue lined envelopes both for Him and 
Her, 25/25 at $2.95, 50/50 at $5.95 retail. Trial orders for a $50.00 minimum will give you a nice 
assortment. These two lines are sold on ‘‘import only’’ and require a minimum of 6 to 8 weeks for 
shipment from New York. All prices quoted are FOB NYC duty paid. Sorry we do not have catalogs 
but have complete lines on display at all major Gift Shows. 
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That used to be a standard phrase in advertisements. You don’t see it 
much nowadays, though—partly because the public is better educated 
to the value of reputation—of both manufacturer and dealer. 


And store salesmen—good salesmen—are better educated, too—on 
the merits of their merchandise, on the what and why of any par- 
ticular item. They can still make or break a sale, but their reasons 
have to be sound to hold customers and build volume. 


The stationers who are making the greatest successes with Acco 
products recognize the importance of such education of their sales 
staffs. They encourage study of the Acco catalog. They know the 
reputation of Acco for quality. They realize that knowledge of the 
Acco line will benefit the customers and profit the store—making 
for variety in sales, volume in variety, quantity in orders and quality 
in customers. Why sell one when you can sell three? 


ACCO PRODUCTS 


A Division of NATSER Corporation 
Ogdensburg, New York 


tn Canada: Acco Canadian Co., Lid., Toronto 


ACCO FASTENERS — In- 
vented by Acco and 
made in more than 50 
styles and sizes with 
centers from to and capacities from 1°’ to 6°’. Excel- 
‘Tent alone for binding papers or with ordinary folders — ond 
teally superlative incorporated in Accobind Folders or Accopress 
Binders. 


ACCO PUNCHES—A ne- 
cessity in all offices and 
the standard of quality 
everywhere. Clean cul- 
ting, easy action, sturdy 
construction. Gauge bar and lock. Choice of 5 colors. Compare 
it with any other and you'll always recommend Acco. 


ACCOBIND FOLDERS — Genuine pressboard for utmost service. 
With famous Acco Slideway — at transfer time bound papers 
cre simply slipped from folder and a new Acco Fastener ond 
Index Sheet inserted for another year’s filing. Choice of 5 colors 
in many styles and sizes. 
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DEAR READER: 


As proof of the old adage that 
“time flies,’ we offer the annual 
Christmas preparation section of 
MODERN STATIONER OFFICE 
EQUIPMENT DEALER. At the same 
time, we're sure you are receiving 
Christmas promotion material from 
your suppliers and “gift list’ sug- 
gestions from your associations. 
Manufacturers, on their part, are 
starting holiday merchandise on its 
way to you. 

All of this activity will reach 
its climax in December. The mater- 
ial on pages 22 through 28 is de- 
signed to make your December more 
profitable. 

In this “year of the salesman,” 
we trust you also will read with 
interest the story of a salesman on 
page 29. While gathering this ma- 
terial in Kansas City, we were hap- 
pily able to forget about the so- 
called recession of 1958, The subject 
didn't even come up, because the 
people we talked with were too 
busy improving upon last year’s sales. 

From the same area, we hear that 
Leonard Wilcox, immediate past 
president of the National Stationery 
and Office Equipment Assn., is en- 
joying a hefty increase in business 
at Roberts Printing and Stationery 
Co., Hutchinson, Kans. He’s back 
on the job full time this year and 
he’s putting into practice the things 
he learned in his NSOEA travels. 
A wonderful testimonial for the 
practice of sharing successful ideas! 

As ex-governor Bill Kistler of 
NSOEA Region 10 said at the Den- 
ver meeting, “I'd rather be compet- 
ing with a successful operator, than 
with a marginal one. It’s cleaner 
competition.’’ He considers it short- 
sighted to hoard “trade secrets’. 
Bob Jerue of McClain-Hedman- 
Schultz Co. in St. Paul expressed a 
similar thought when he told how 
his father, Sterley Jerue, spends the 
better part of many a day sharing 
his half century of experience and 
know-how with other stationers. 

page 32 this month, you can 
share the ideas of a number of 
dealers who took part in Pencil 
Week promotion, 
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AUGUST, 1958 C ONTENTS 


VOL. 38, NO. 8 


By Harold O. Shivel) 
Do Your Christmas Buying Wisely 
By Dr. Gordon Cross 
Make the Most of Your Window . Solana 27 
In-Store Imprinting Solves Rush Problem 28 
I'm Proud of This Salesman ascetics’ 29 
Pencil Promotion Pays Off . scinnicnancpiiiepectaipynnsisinidenustaaiaae 
News of People and Events 36 
Stationers Calendar ..... 


COVER PHOTO: On the main business 
street of Palo Alto, Calif., Congdon & 
Crome Stationers dressed up a 1957 
display of desktop gift suggestions with 
a lighted Santa and a well-ornamented 
tree. Other holiday window displays 
appear on page 27. 
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MODERN STATIONER is published monthly by Davidson Publishing C Publicati 
office, Waseca, Minnesota; Editorial and Executive offices, 405 East ” Superior Street, 
Duluth 2, Minnesota; Business offices, 250 Fifth Avenue, New York 1, New York; 
Marshall Reinig, president; Robert Edgell, executive vice president; Harold O. 
Shively, vice president; Anita Reinig, secretary; Gene Kuefner, treasurer. Single copies 
30c. Subscription rates, $3.00 per year; Canada and foreign, $5.00 per year. Applica- 
tion for acceptance as controlled circul at Waseca, Minnesota. 
POSTMASTER: Send notification (Form 3579) posure undeliverable magazines to 
Davidson Publishing Company, 405 East Superior St., Duluth 2, Minn. 
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Howard & Stofft Tucson, Arizona After~w 


IN CUSTOMER SATISFACTION 


“Customers prefer our new Bulman moderniza- 

tion . . . like the beauty and efficiency of our 
(| Wavy) on 0 open displays. Shopping now is so much more 

pleasant and convenient, too.” Stofft said. 


IN OPERATING EFFICIENCY 


“ven though our store was quite modern, we real- 
ized we were not getting the full potential from it — 
could not handle peak hour traffic. What a dif- 
ference now. Customers are able to find what 
they want, get to the cashiers and leave with a 


THE Bul ay CORPORATION minimum of time and effort? 
Grand Rapids 2, Michigan IN SALES AND PROFITS 


Offices in principal cities 
“Just a look at the photos shows how much more 
Subsidiary: Bulman of Canada 


28 Taber Road, Toronto, Ontario merchandise we can effectively display now. Dur- 

ing the so-called recession our overall volume is 

The Greatest Name in Self-Selection already up 10% and, we are handling it with 
two less floor people,” Stofft stated. 
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Sales now increase an average of 
32.7% nationally in Bulman Engineered 
and Equipped stores. 
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“When a customer has not purchased from us for a three-month period, we 
write a personal letter asking for a frank answer where we've failed. We've 
received some startling and, in many cases, very profitable answers. I personally 
believe a tremendous amount of business can be recovered and much new busi- 
ness can be obtained by the three-cent stamp method. In our case, one $10,000 
sale was the direct result of a three-cent stamp!” — William R. Diehl, Jr., 
president of NSOEA, in talk given at 1958 regional meetings. 


or 


The tremendous advances in retailing techniques particularly self service 
that are prevalent throughout the various market outlets for business and social 
stationery make it imperative that manufacturers keep a constant check on the 
effectiveness of their merchandising materials.” L. G. Morris, Eaton Paper Corp. 
sales manager, in announcing that Ken White Associates has been retained to 
study the firm’s packaging program. 


More typewriters in the home mean that typewritten notes and letters are seen 
more frequently and have become more socially acceptable, according to ctiquette 
expert Miss Amy Vanderbilt who has been named consultant to Smith-Corona, 
Inc. Signatures, she warns, should still always be in ink. 


“This is emphatically a new product economy .. . I'll bet you could set up a 
new product department in a place where you'd like to build traffic in your store 
and keep showing new items and ideas there. Show them also in their own depart- 
ments. Over a period of time, you'll build a continuing place of interest and, 
more important, have a constant, clear reminder to consumers that the newest 
is always at your emporium.” Andrew Heiskell, publisher, Life magazine. 


“We do not and have never recommended that all papers in an office belong 
in a safe. But we do insist important papers do. I also insist . . . that all papers 
belong somewhere in drawers, whether it’s a desk drawer or a filing cabinet, and 
I say to you that the very modern office without a desk is going to put you 
out of business if you allow it to occur and if you encourage that type of decora- 
tion.” Edwin H. Mosler, Jr., president of The Mosler Safe Co. and vice 
president of NSOEA, in a talk given at regional meetings. 


New products alone aren’t enough to keep retailers’ pen and pencil sales moving 
upward through recession and recovery periods, according to Sheaffer marketing 
executive Edmund F, Buryan. He cites six essentials for removal of “retailing 
flabbiness” in selling writing instruments: more effective point-of-sale display, 
tighter tie-in with national brand advertising, more prominent display of high 
profit items, more intensive sales clerk training, greater sales personnel familiarity 
with brand name selling points and tie-in promotions with other accessories and 
fashion merchandise. 


“If 1 were planning for the next 10 years,” says E. R. Richer, vice president and 
director, Grey Advertising Agency, “it seems to me I'd create a new vice presi- 
dent in my business. I'd call him ‘Vice President for Tomorrow.’ And the first 
thing I would have him do would be to really determine the group of cus- 
tomers we as a store wanted to concentrate on, in our area, and then do every- 
thing possible, from a research standpoint, to find out who those customers were, 
how they bought, what their buying problems were, what they thought about 
it, what they didn’t like about it, and far into the night.” 
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Cash Register 1A 
cash_ register 
which lists and to- 


tals up to six digits 
is one of two new 
machines designed 
by Burroughs Corp. 
to sell for under 
$200. The other is 
a ten key electric 
adding machine with a 7-digit listing and 
an 8-digit total. The cash register has a 
full column of character keys at the left 


for use in identifying clerks, products, 

services or departments. 

Ballpoint Pens 2A 
All-Rite Pen, Inc., 


is marketing a new 
of eight ball pens ee 
designed for office — 


. 
and business needs. —_ 


The pens range in price from 39 cents 
to 79 cents retail and contain a supply 
of blue, black, red, green or turquoise 
ink in barrels of matching color. A fine 
point Steno Pen is 61," long and an 
Auditor's Pen is 61/." or 5”. The Photo 
Copy Pen is 7” long and is available with 
either a medium or fine point. A medium 
point Utility Pen comes in two lengths. 
Completing the line is a 7’ model with 
a 24” nickel chain instead of the usual 
cap and adjustable clip. 


3A 
new Pen’N 
Stamp Keeper is of- 
fered by Pat Prod- 
ucts Division of 
Ketcham & Mc- 
Dougall, Inc., as a 
distinctive accessory 
for home or office desk. It combines a 
ball point pen and twin stamp dispensers 
on a compact base. The base has black 
lacquer finish and felt underpad. Retail 
price is $2.95. Another version which 
substitutes a tape dispenser for one of the 
stamp dispensers is priced at $3.50. 


Stamp Dispenser 


Road Atlas 4A 


A new 64-page road atlas covering the 
United States, Canada and Mexico and re- 
tailing for $1 has been published by the 
George F. Cram Co. It has a four-color 
cover and contains a mileage map of the 
United States. Toll roads, super highways 
and freeways are clearly shown, as well 
as recreation areas and points of interest. 
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Improved Fastener Folder 5A 
file — folder 

which has a metal 
4 fastener mounted 
i: flush in the folder 


has been produced 
by the Guide System 
& Supply Co. This 
feature of the Flush Fastener Folder saves 
space, keeps filed material in place and 
prevents one folder from catching on to 
the one next to it. Kraft, manila and press- 
board folders are available in this style. 


Ball Pen 


A new, super-fine 
ball pen, the Noblot 
“Thinrite” is being 
marketed by the 
Eberhard Faber Pen- 
cil Co. which says 
the pen assures 
users of 60 percent 
more writing because of its narrower line. 
The pen is for desk use and is priced 
to retail at 39 cents. Four colors avail- 
able are blue, red, green and black. Pack- 
ing is one dozen pens of a single color 
in a sliding easel display box. 


Correction Chalk 7A 


A pure white correction chalk stick 
of special composition for making invisible 
corrections of typewritten errors made on 
all white stationery and office papers is 
offered by the A. W. Faber-Castell Pen- 
cil Co. under the trade name ‘Touch- 
upstik.” After an erasure is made, the 
chalk is rubbed gently over the area. It 
completely covers any imperfection or im- 
movable ink deposits and creates a new 
white base or coating for retyping. The 
chalk stick is sharpened like a pencil. 


8A 


An attractive set 
of erasers for prac- 
tically all erasing 
needs has been in- 
troduced by _ the 
Weldon Roberts 
Rubber Co. Called 
the Jet “Trio” No. 800 Eraser Set, the 
package includes a transparent plastic hol- 
der, three cylindrical stick erasers with 
pocket clips and three corresponding re- 
fill sticks. One eraser is for ink and 
typewriting, a second is for ball point 
and India ink and the third is for pencil 
erasing. 


Erasing Set 


Office Stapler 9A 


An office staple 
with new operating 
features and said ty 
be the easiest load. 
ing in the world ha 
been introduced by 
the American Die 
tating Machine Co. Called the “ADM 
567", the stapler has nothing to pry open 
no visible springs and its construction § 
guaranteed jamproof. A gentle push ona 
button opens the magazine for loading. A 
little window on the side enables the use 
to see when to reload. 


Self-sealing Plastic 

Seal-It, self- 
sealing transparent 
plastic to protect 
photos and cards, 
has been introduced 
by Penn Products 
Co. Material to be 
protected is lamin- 
ated between two 
sheets of clear plas- 
tic bonded together 
by a_ self-adhesive 
coating. The only tool needed is a pair 
of scissors to trim the plastic to proper 
size. A color package to retail for 49 
cents contains 192 square inches. 


10A 


Binder Clips 11A 
Several sizes of 
binder clips have 

» been added to the 


Yellow Box Line of 
the Oakville Co., a 
division of Scovill. 
The new clips, with 
capacities from 3” 
to 1”, are available 
in one-dozen shelf 


Product features include _ nickel 


packs. 
plated, detachable handles and tempered 
steel clamps for extra holding power. 


Postal Scale Dials 12A 


Pelouze Mfg. Co. is offering dealers 
postal scale replacement dials as well as 
complete scales with the new mailing rates. 
Dials on current models can be easily 
changed with no special tools and _ the 
dealer makes a full markup on the re 
placement dial with list prices ranging 
from 40 cents to $1.60. 

The company offers at no cost a wif- 
dow and counter display featuring 1 
placement dials. 

(Continued on page 18) 
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sales ammunition for Burroughs dealers! 


the revolutionary M&V 
plastic-base Nu-Kote 
carbon paper. It’s set- 
ting new sales records 
every day! 


a new and high-quality Burroughs cash 
register at a new low price—also $198.50 
(plus applicable taxes). Accurate, hand- 
some and durable—a true value that will 
bring big sales! 


a new bargain-priced, electric Burroughs 
ten key adding machine, retailing for just 
$198.50 (plus applicable taxes). It’s true 
Burroughs quality with many de luxe- 
model features! 


the expanded line of Burroughs ten key adding 
machines now available to dealers, including 
models with capacities up to a billion dollars. 
Now there are ten key adding machines to 
satisfy every customer need! 


That’s how Burroughs is giving all-out sales support to dealers! New products 
for new markets, competitively priced to send sales soaring. 

Now Burroughs dealers have something for everybody—from bargain specials 
to de luxe models. How about you? Whether or not you already handle 
Burroughs products, look into this lucrative profit picture from all angles. 
For full dealer information, write Dealer Sales Department, Burroughs 


Corporation, Detroit 32, Michigan. 


Burroughs adding machines and cash registers. 


Burroughs—TM. 
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a colorful BRIDAL BOUQUET 


Color photographs of delicate floral bouquets by one of New 
York’s leading floral arrangers combine with graceful background 
design to make this wedding album a unique and exquisite 
addition to the Gibson line of fine albums. 
Features of this album in its various bindings, include acetate 
pages for protecting 8 x 10 photographs, and beautifully lettered 
sections designed to record all the important wedding events from 
“The Day We Met” to “The Honeymoon” and “First Home,” 
with pages for guests and gifts. 


The padded simulated leather binding (W212) and the padded rayon moire 
binding (W214) are designed to retail at $5.00. 


The handy “‘Mult-o-ring”’ binding (W210-illustrated) in padded simulated seather 
contains acetate pages for photographs. The Mult-o-ring-feature provides for 
the easy addition of more photographs. To retail at $10.00. 


The lovely “Musical Album” (MW2122) which plays Lohengrin’s Wedding March 
upon opening the cover, is bound in padded simulated leather and contains 
acetate pages for photographs. To retail at $13.50. 


Since 1872 » N.Y. Showroom: 225 Fifth 
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MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 

July 15, 1958 


Commerce Department officials aren't too sure about the ultimate effect 
of the repeal of the three percent freight excise tax. Their guess is that 
it will be absorbed all along the processing and distribution line, with 

retailers receiving little benefit, and consumers probably none at all. 


A novel business build-up tax incentive scheme has been receiving 
the serious attention of the House Ways and Means Committee as an addition 
to the President's program for small business tax relief. 


The plan is to permit an investment allowance to be deducted from net 
business income. A limitation of probably 20 percent or $30,000, whichever 
is less, would be imposed. The proposal would work like this: A stationer 
netting, say, $20,000 would be allowed a deduction of $4,000 for building 
up his inventory or improving his store. A stationer netting $50,000 would 
be allowed to pay taxes on $40,000, providing the other $10,000 was in- 
vested in the business. 


At this writing, the chief difficulty experienced by the committee 
staff lies in writing tax language that would carry out the proposal without 
either opening the door to abuse or imposing a heavy administrative burden 
on the Internal Revenue Service. If the plan fails this year, it is cer- 
tain to come up again in the next Congress. 


A permanent Small Business Administration seems pretty certain to be 
approved before Congress quits for the year. In the past, SBA has received 
only an extension of one or two years, which has led to uncertainty about 
its future. Last year, the House voted permanency. Recently, the Senate 
Banking Committee voted an extension only to July 30, 1961. The Senate, 
however, overruled the Committee and went along with*the House. Now only 
minor differences remain between the House and Senate versions. 


A string of small business investment companies around the nation to 
advance equity and long-term capital to small firms should be getting under 
way early next year as a result of legislation nearing final approval. 


A good future for the paper business is predicted by the Business and 
Defense Administration. Ina report prepared by its paper and pulp agency 
and submitted to Congress, it was estimated that demand for fine papers of 
all types will rise steadily to an increase of 27.4 percent by — The 

Overall average increase for all kinds -f rarer i4 expected to be 30:9 per- 
cent. 
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The Internal Revenue Service has issued a ruling which applies to re- 
tailers selling typewriters and other business machines on credit. According 
to the ruling, the carrying charge is not subject to the manufacturers’ ex- 
cise if three conditions are met: (1) If the carrying charge is based on 
the unpaid balance of the sales price, (2) If the purchaser receives credit 
for any accelerated payments, and (3) If the amount of the carrying charge 
is clearly shown on the installment sales agreement. Failure to comply 
with any of the three conditions subjects the carrying charge as well as 
the selling price to the excise. 


Prices are almost certain to show even higher increases than demand, 
with costs rising right along with prices. Inflation doesn't have to follow 
heavy Government deficits, according to economists, but it always has. And 
there is no visible sign of a balanced budget. Budget Director Maurice 
Stans has warned Congress that he sees "no possibility of balancing the 
budget for several years." Forecasting that the $73-odd billion fiscal 
1959 budget -- with its $10 billion or so deficit -- will climb to $80 for 
fiscal 1960, Stans stated, "Pressures are continuing for vast new programs 
which would commit the Government to large expenditures for years to come." 


The Treasury Department's brush with the debt limit last fall turns 
out to have cost just about $26 million. At that time, the ceiling on the 
national debt was fixed by Congress at $275 billion. The Treasury was so 
close to the limit that it asked the Federal National Mortgage Assn. (FNMA) 
to float its own securities, which are not subject to the debt limit. In 
two separate moves, FNMA pumped about $1.5 billion into the Treasury and 
considerably eased the latter's financial embarrassment. FNMA had to pay 
4 7/8 percent last fall to get any purchasers, because of the tight money 
policy. Now the securities are being redeemed at an overall interest cost 
of approximately $26 million. That was one cost of staying within the debt 
limit, which was later boosted to $280 billion and will be increased again. 


Operations of discount houses were examined at recent hearings by a 
subcommittee of the Senate Small Business Committee. The purpose of the 
hearings was to show injuries to small companies as a result of price- 
Slashing competition. A host of small business witnesses called for a new 
fair trade law, while operators of discount houses defended their practices. 
Both the Federal Trade Commission and the Department of Justice opposed any 
new fair trade legislation. 


A lengthy list of organizations is supporting a proposal to increase 
parcel post size and weight limitations, a proposal under consideration by 
the Senate Post Office Committee. 


Among those backing the increase were the National Retail Merchants 
Assn., the American Retail Federation, the National Small Business Men's 
Assn., the American Small Businessmen's Assn., and the Greeting Card Assn. 
Opposed were the Railway Express Co., chief beneficiary of present limita- 
tions, and the railroads. Action on the proposal is unlikely before the 
next session of Congress. } 


Another increase in social security payroll taxes for both employer Yn 
and employee is almost certain for the next session. The House Ways and 
Means Committee recently concluded a set of hearings on scores of proposals 
for increased benefits and higher taxes. The hearings came a little late y 
in the session for any chance of action this year. 
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#4032 


-SCHOOL" promotion contains the THREE LARGEST 
SELLING LINDY NON. REFILLABLE BALL POINT PENS in 
your three most popular Lindy merchandising packages: 


DEAL #4032 DRUMS: 


4 DOZEN EACH; ASSORTED COLORS; in each of 3 plastic drums— e 


Lindy 
FINE POINT 


Students everywhere approve this 
popular medium point ball pen. 
Perfectly balanced, eliminates writ- 


ing fatigue. 3 


The Secretary’s insurance for perfect notes. 
Fine line of writing is easy to read. Choice 
of 8 colors of ink with dainty white barrel. 


49; retail 


FREE 


49¢ retail ONE DOZEN #620 LINDY FEATH 
ER- WEIGHT Retractable Pens i 
Display 
#F-460 


Bookkeepers, Auditors, Accounting Stu- 
dents and everyone who needs a fine line 
of writing applaud this precision instru- 


Y ment. Smooth writing, never skips, or fails. 
FINE 
POINT 


ALSO AVAILABLE IN THE FOLLOWING PACKAGES 
DEAL #4032 CARDS DEAL #4032 BULK PAC 


2 Cards (2 doz. ea.) #460 LINDY Utility Pens—39¢ retail (ONE COLOR ONLY, dozen bulk boxes) @ 
2 Cards (2 doz. ea.) #F-460 LINDY Auditor's Pens —49¢ retail 4 dozen #460 LINDY Utility Pens—39¢ retgim 
2 Cards (2 doz. ea.) #F-467 LINDY Steno-Pens—49¢ retail 4 dozen #F-460 LINDY Auditor's Pens—49¢ ret” 


4 dozen #F-467 LINDY Steno-Pens—49¢ retam 


one $1.00 NEW LINDY FEATHERWEIGHT@ 
each dozen box 
CHOICE OF: BLUE, BLACK, RED, GREEN, Bm 
LAVENDER, TURQUOISE OR YELLOWS 


ONE DOZEN #620 LINDY FEATHERWEIGHT 
Retractable Pens in Display 


NO 
q 
linesy 
© 
pen } == 
| a? | 
#460 
#F-467 
MEDIUM 
POINT 
Lindy FINE POINT 
; 
TORS| 
PEN 
4 
“ 


TO: LINDY SALES CO. 
PLEASE SHIP THE FOLLOWING LINDY “BACK-TO-SCHOOL” DEALS: 
Quantity 
7 #4032 DRUMS (assorted colors) | @"$40.32 
NDY FEAT #4032 CARDS (assorted colors) | @ “40.32 
able Pens’ 
#4032 BULK (straight color) @ “40.32 
Black []Red []Blue [] Green 
Brown [ ] Lavender 
[_] Turquoise [_] Yellow-Gold 
CITY & STATE: 
BY: TITLE : 
OUR TRADE CLASSIFICATION IS: [] RETAILER [] CHAIN [] JOBBER 
OUR WHOLESALE SUPPLIER IS: 
ADDRESS : CITY & STATE: 


*LESS USUAL TRADE DISCOUNTS TO THE JOBBER 
y 
PAG 


oxes) 
39¢ retail 


_49¢ retan 


RWEIGHTS 


), GREEN, 
R YELLOWS 


No 
Postage Stamp 


Postage 
Will be Paid 


Necessary 
If Mailed in the 
United States 


by 
Addressee 


ee BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 462, CULVER CITY, CALIF. 


Lindy Sales Co. 


9601 W. Jefferson Blvd. 


Culver City, California 


AB 
-Re 


RETRACTABLE 
TOP BUTTON ACTION 
BALL POINT PENS 


Light as a feather—weighs just “4rd ounce yet Packed in beautiful silver foil display 
carries full size standard ink cartridge. with gleaming styrofoam insert. 12 


decorated foil individual gift boxes 
12 assorted barrel colors including dainty included as well as diecut small point-of- 
pastels and bright masculine tones. 


purchase display tag. 
Jeweler’s finish chrome cap and point guard. 


EXTRA PROFIT FOR YOU! 


F.T.1.—Fair Traded 


DEALER SELLS 


; 4 dozen #460’s @ 39¢ each 


4 dozen #F-460’s @ 49¢ each 
4 dozen #F-467's @ 49¢ each 


NATIONALLY ADVERTISED PLUS FREE GOODS 
UNCONDITIONALLY GUARANTEED OF 12 $1.00 FEATHERWEIGHT PENS 


TOTAL $77.76 
Lindy DEALER’S COST: 


‘Refillable Ball Point Pens are per- 4 dozen #460’s @ $2.88 per dozen $11.52 

y balanced to prevent writing fatigue. 4 dozen Pap cg @ $3.60 per dozen 14.40 
4d F-467’ 3. d 14.4 

GIANT SUPPLY OF LINDY’S ozen #F-467's @ $3.60 per dozen : 


oh TOTAL $40.32 
[EXCLUSIVE FORMULA INK DEALER PROFIT...48% 


BRILLIANT COLORS MORE SALES AIDS FOR LINDY’S BACK TO SCHOOL PROMOTIO 
RED GREEN ® Colorful Window Pennant Banner included in each deal. 


BLUE TURQUOISE © NEWSPAPER MATS 2 columns by 8 inches or 4 columns by 9% inches available. 


CK YELLOW-GOLD 


© ASK ABOUT OUR CO-OP ADVERTISING PLAN FOR RETAIL DEALERS 
OWN LAVENDER 


Send in Handy Order Card Enclosed! 


Color of Pen denotes Color of Ink 


_ Yes, over the years the popularity of LINDY BALL POINT PENS has printed grown. Students | 
ss well as everyone who writes) have learned there isn’t any substitute for the ORIGINAL LINDY BAL 
POINT PEN—often copied, never equalled) 
why LINDY makes this r Offer 
me 3 aS = dealer, can be prepared for the BIGGEST "'B: ck-to-Schoo! “ demand for LINDY P NS ever Ee 
4 
Wy f 
BONUS OF 12 
Lindy 
| 
>\ 
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M-664 


B-664 
*LINDY 


HIGH PROFIT 


FROM YOUR WHOLESALER 
ORDER THESE ADDITIONAL 


ITEM 


LINDY JR. 5” size (Medium Point) 


LINDY UTILITY “Shorty” Pen 5” size 
(Medium Point) 


LINDY UTILITY PEN, 7” size (Medium Point) 


LINDY AUDITOR’S “Shorty” Pen 
(Fine Point) 5” size 


LINDY AUDITOR’S PEN, 7” size (Fine Point) 
LINDY STENO-PEN, 7” size (Fine Point) 
LINDY MEDICO PEN, 7” size (Medium Point) 


LINDY UTILITY COUNTER CHAIN PEN 
7” size (Medium Point) w/24” chain 


LINDY KEY CHAIN PEN, 3” size 


LINDY ALL PURPOSE MARKING PEN 
(Broad Point) 7” size 


LINDY TEL-E-Pen, 7” size w/spring 
clip for telephone 


LINDY LAUNDRY & DRY CLEANING MARKING 
PEN, 7” size (Broad Point) 


LINDY T-F COPY PEN “Shorty” 5” size 
(Medium Point) 


LINDY T-F COPY PEN, 7” size (Medium Point) 


LINDY T-F COPY PEN “Shorty” 5” size 
(Broad Point) 


LINDY T-F COPY PEN, 7” size (Broad Point) 
LINDY T-F COPY DESK PEN (Medium Point) 


LINDY T-F RETRACTABLE COPY PEN 1.29 
(Medium Point) 


LINDY T-F RETRACTABLE COPY PEN (Broad Point) 
ITEMS WITH ASTERISK NOW HAVE SPECIAL FREE GOODS OFFERS. ASK YOUR SALESMAN OR WRI 


RETAIL 
PRICE 


$0.29 


39 
39 


49 
49 
49 
49 


19 
49 


09 


49 


99 


99 
99 


99 
09 
1.50 


1.29 
1.29 


Stock 
No. 


M-604* 
B-604* 
620* 
630* 
690 
680 
1680 
1680-C 
1000 
2680 
2000 
6962 
460/4 
F-460/4 
/4 
393/4 
M-600* 
F-600* 
M-610* 


F-610* 


LX-611* 


RETAIL 
ITEM PRICE 
LINDY T-F COPY REFILL (Medium Point) AOE 
LINDY T-F COPY REFILL (Broad Point) Ay 
LINDY FEATHERWEIGHT RETRACTABLE PEN $1.0) 
LINDY COMMANDER RETRACTABLE PEN rt 
LINDY FLYER RETRACTABLE PEN A 
LINDY CAVALIER RETRACTABLE PEN $1.63 
LINDY DESK PEN $1.5 
LINDY DESK SET $3.5) 
LINDY DESK CHAIN SET $3. 
LINDY DESK STAND $2.0 
LINDY EXECUTIVE DESK SET $54 
LINDY DESK STAND $2% 
LINDY COMPANION SET $2.6 
LINDY RAINBOW UTILITY SET $14 
LINDY RAINBOW ACCOUNTANT’S SET $1.4 
LINDY RAINBOW SECRETARY'S SET $14 
LINDY RAINBOW ARTIST’S SET $2.4 
LINDY REFILL Medium Point A 
LINDY REFILL Fine Point A 
LINDY KWIK-FIT REFILL 


Break-off Type Medium Point 


LINDY KWIK-FIT REFILL 
Break-off Type Fine Point 


LINDY REFILL, Medium Point 


Manufactured by LINDY PEN CO., INC. 
9601 W. JEFFERSON BLY ., CULVER CITY, CALIFORNIA oa. 


No. | 
F460 
F-467 
M-410 
B-464 
M684 
OXI 
St. bi 


FOLDER PACK 


DC 152 1/3 Color Pack 
Suggested Retail Price 
Your Net Cost* 

Your Profit 


dozen - pack 


FILE FOLDERS 


LETTER SIZE + HEAVY MANILA 


D 722 Dozen Pack 

Suggested Retail Price 49¢ 

Your Net Cost* 23¢ 

Your Profit 26¢ 

*Less 5% in 20 carton lots 
10% in 40 carton lots 


New Display Package will 
stimulate “impulse” sales, 


create brand new business. 


File folders in color are perfect for sorting, classifying, 
organizing desk papers. But how many of your customers 


know you have them? 


This bright attractive package of colored folders, put on 
display, reminds of special folder needs and sells on sight. 
Folders are in the popular third cut style—four each of 


pink, blue and green. 


Manila “Dozen Pack” Display 


rounds out the picture 


Small-quantity purchases of manila file folders were a 
dealer’s dilemma until Oxford originated the dozen pack. 
Now everybody’s doing it, and dealers are free of the 


broken-box nuisance. 


And how these small-unit high-profit sales mount up! Get 
in step with today’s self-service trend in merchandising, and 
order a supply of dozen pack folders in both colors and 


manila for increased counter sales. 


OXFORD FILING SUPPLY CO., INC. 
6-8 Clinton Road, Garden City, N. Y. 


OXFORD FILING SUPPLY CO., INC. 
CLINTON ROAD ¢ GARDEN CITY, L.I., N.Y. 
St. Lovis * Chicago * Dallas * Los Angeles 


Please send a free sample package of the DC152 1/3 Color Pack 
and the D722 Dozen Pack to: 


- = = for more details circle 142 on last page 
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Metal Book Mark 

A new book mark by Creative 
Products enables one to find, in a 
second, the page and exact line 
at which reading or study was 
left off. 

Called the “Mark-A-Line,” it 
is made of spring aluminum in 
anodized gold color and triangu- 
lar shape. The price of $1 in- 
cludes black initials to make it a 
personalized item. 


(Continued from page 8) 


New Chair Line 13A 


A full line of office chairs 
has been added to the family of 
Columbia steel office desks and 
filing equipment produced by 
Columbia-Hallowell division of 
Standard Pressed Steel Co. The 
line, in seven styles, ranges from 
a deluxe executive model to an 
adjustable, swivel-type secretarial 
posture chair. . 
Features include wider, longer scuff plates, comfort-engineer- 
ed contour arm rests and oversize casters. 


$15 Christmas Card 14A 


Greeting Cards 194 

New greeting card releases by D. For 

& Co. include 25-cent everyday cards anj 

a Christmas line consisting of 15-cen 

10-cent and 5-cent counter cards as wel 

as a 5-cent line of Christmas notes, inv 

tations and thank-you’s. The company als 

has a handsome group of gold-embosse! 

and rich tapestry cards with gold-foil lining in the envelope 
The Forers moved their offices and plant this spring t Corp. 
larger quarters at 17 West 17th St., New York City. with 2 


Enthusiastic over the success of its ‘‘Most 
Expensive Valentine,’ Rust Craft Greeting 
Cards is offering a $15 Christmas greeting 
card, measuring 12” x 17’, complete with 
Swiss music box which plays “Silent 
Night’. Dealer price is $8.95. 

Packaged in a silver box with a snow- 
paned window insert in the cover, the 
card’s surface is of papier mache. The 
music box is wound by insertion of the 

edges of a penny and activated by the 
lifting of a ribbon tab. The card is one not likely to be soon 
discarded after the holidays. 


Ball Pen Refills i slip 
All-Rite Pen, Inc., has created an easeled, | " a “mi 
automatic dispenser display containing one SF ped 1 
dozen of its “Hidden Helix” refill cart- in th 
ridges which also fit other leading pens. closed 
When a customer buys a refill, the gravity away 
feed allows another cartridge tube to. el a few 
drop into place for the next sale. One tube re-wet 
15A is shown at a time. packa; 
A spiral mechanism is sealed inside the = displ 
refill cartridge to regulate the supply of 

ink to the last drop. 


Novelty Card 

Barker Greeting Card Co. has an- 
nounced another new novelty called the 
Big Newspaper card. It can be mailed 
like a greeting card with a personalized 
greeting in headlines. 


The item retails for $1 and is packed 
six to the box. Each package contains 
enough large-type letters to make the 


Calendar Desk Pad 


A desk-top personal  secretan 
for busy people is offered by 
Doolittle & Co. in the form of: 


full-size, 12-month calendar det 

pad. There are two dozen 17): 

221, pages to a pad, with ox 

duplicate for each month hidde 

from view to assure privacy 

Printed in soft brown to match the leatherette binding, th 
pages are perforated for easy removal. The pads retail for $3.5 


desired headlines. Card size is 15 x 
22 opened or 8 x 15 folded. 


World Map 


American Map Co. has announced 
publication of what it calls the best de- 
tailed and most meticulously drafted 
map of the world ever to be published 
anywhere. 

In full color on strong paper, the 
map measures 64” x 42” and sells for 
$2.95. There are brass grommets in all 
four corners for hanging and the maps 
come pre-marked in plastic zipper cases. 


Aluminum Chairs 


Aluminum “Ensemble” chairs, a 
new coordinated group by Cramer 
Posture Chair Co., are offered in 
more than 100 different color and 
fabric. combinations. Sixteen models 
in the group range in price from 
$63.40 to $288.80. A comparable 
steel series is comprised of 13 
models. 

All Cramer chairs feature replace- 
able covers, foam rubber cushions and easy adjustments. 


Insulated File 

The newly expanded fire-resistive 
line of the Herring-Hall-Marvin Safe 
Co. includes a new one-hour “Class D”’ 
insulated safe record file. It is listed 
by Underwriters’ Laboratories to with- 


stand 1700 degrees Fahrenheit for one 
hour without damage to paper contents. 

Construction features include _ball- 
bearing and roller suspension, push- 
button drawer release, plunger-type lock 
and a choice of three colors or two- 


tone finish. Drawers can be equipped with front-to-back, double- 


deck card trays. The file is available in two, three or four- 


drawer style, letter or legal size. 


18 


Card Rack 23A 


To better display its new line of chrome 
cote and parchment everyday cards, Pandi 
Prints has introduced two new racks. The on 
shown here holds 60 dozen cards and anothe! 
holds 100 to 120 dozen cards. 

The cards are made of fiberglass, with trans 
parent shelf fronts which show the entit 
card. 
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Act fast, for the slump may be 
short-lived, says Hallmark Cards, in 
offering a special line of anti-re- 
cession greeting cards. The four 
25-cent contemporary cards in the 
assortment are all geared to the 
“Buy Now!” theme. One card urges 
on the outside, “Do Your Bit to 
Cure the Recession,” and on the in- 
side suggests, Me a Present!” 
A counter-merchandiser comes with 
the assortment. 


Anti-recession Cards 


Dispenser Package 

A new dispenser package by Neatape 
Corp. consists of a newly designed box 
with a roll of 2° gummed Kraft sealing 
tape, a patented plastic dispenser which 
is slipped onto the side of the box and 
a “miracle sponge’’ which, when dip- 
ped in water, expands to fit tightly 
in the dispenser. The box remains 
closed and dustproof and may be put 
away with the dispenser attached. Then 
a few drops of water are sufficient to 
rewet the sponge. The dispenser 
packages come one dozen in a die-cut 
display box. Suggested retail price is 29 cents. 


MAGNIFIER 
DISPLAYS 


Stores just like yours have found 
magnifiers great impulse purchase 
items. When properly displayed, they 
literally sell themselves. These new 
displays located in your store will 
“capture” store traffic . . . customers 
will look and buy. Surveys show 
average turnover of magnifiers is 4 
times a year .. . this equals 267% 
margin! Write today for full details, 
Bausch & Lomb Optical Co., 52132 
Bausch St., Rochester 2, N. Y. 


BAUSCH 6 LOMB 


26A 


A new Starflite model telephone 
index by Zephyr American Corp. 
incorporates several new features. 
When release bar is pressed, cover 


Automatic Index 
opens at desired letter and at the 
same time a concealed pencil pops 


up to a 45 degree angle. The cover 


can be made to drop back flat. A handy 3 x 5 memo pad is 
built into the base for use when the indicator is set to “Memo’’. 


Catalog Binder 


Stationers Loose Leaf Co. has 
developed a new catalog binder nam- 
ed “Swing-Hinge”’. It features a 
patented hinge which makes it un- 
necessary to dismantle the binder 
to remove or insert catalog sheets. 
Instead of being lifted off, the 
sheets are raised on the hinged 
transfer bar and swung over to the 
opposite side. When they are swung closed, the telescoping posts 
are automatically brought into alignment, eliminating the tedious 
job of fitting posts together and preventing spilled sheets. 


27A 


Photocopy Machine 28A 


low priced, self-contained 
; photocopy machine with a maximum 

copy surface of 11” x 15” is offered 

by General Photo Products Co. The 

Genco Challenger has a curved sur- 

face printer. Lowest priced model 

is $85. The unit weighs 14 pounds 

and requires no shielding device or dark room. 


According to a U. S. Government survey, 3 out of 4 
magnifiers sold in this country are Bausch & Lomb. 
Are you getting your share of this plus profit? 


- - = for more details circle 107 on last page 
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or shuffling—discards here (b). 


Now you can sell the amazing 


CARD-O-MATIC 


It shuffles and deals one to three decks for two to 
six players so quickly, so accurately and so eas- 
ily that every card player who sees it will want it! 


Profit for you—about 40%. Prospects— 
nearly every man or woman who comes into 
your store. And if CARD-O-MATIC doesn’t 
sell on sight—it does on demonstration. 
Just put CARD-O-MATIC in the center 
of the table. Load it with one to three decks. 
Twirl the knob with one finger for a fast, 
full shuffle. Load again...set the dial for 
two to six players ... twirl the knob... watch 


Stack cards here (a) for dealing 


Set control for dealing 
from 2 to 6 players. 


the number of hands you wanted slide out 
into neat piles. 

CARD-O-MATIC is fool-proof, and it’s 
fun. Speeds up any card game. Simple pat- 
ented design means smooth, trouble-free 
operation. Smart colors, tawny beige and 
mocha, make it a wonderful gift item, too. 
Sturdy plastic construction. Write today for 
literature and prices. 


Shuffling Ring may be 
removed for dealing. 


DAYO PRODUCTS COMPANY 


206 South Orchard Avenue * Dayton 7, Ohio 


- = = for more details circle 118 on last pag 
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Q: of the very shocking and dis- 
couraging things to witness in 
our industry today — and I hope 
other industries don’t suffer from the 
same ‘malady’? — is the manner in 
which sound, logical advice on meth- 
ods to improve retail operations goes 
unheeded and even unnoticed. 

It often seems that it’s easier for 
many dealers to pass off suggestions 
and advice on their problems with ex- 
cuses than it is for them to devote a 
few minutes of serious thought to the 
questions involved. Brother, this is 
truly putting foolish pride before the 
business dollar, and that kind of 
pride has never been a profit-making 
collaborator. 

When you consider the experience, 
investigation and study behind much 
of this advice, and then recall the 
various “excuses” you hear as the ad- 
vice is glibly reasoned away, there 
appears an almost unexplainable re- 
luctance to take advantage of these 
stepping stones on the profit path 
for dealers. The “excuses” are simply 
too superficial. 

Consider these things! 

The advice I refer to comes to you 
from men of the highest calibre, of 
broad experience and of impressive 
background, and it comes to you only 
after thorough investigation and an- 
alysis. Each of your trade associations 
and each of your trade publications 
make this their business. Much time, 
many dollars and careful considera- 
tion of complicated factors go into 
the simple conclusions that come to 
you as free advice. 

But various dealers choose to 
“write it off” with what have be- 
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ADVICE TO YOU 


come very unoriginal and often 
thoughtless statements, such as: 

“That's for the big store, not me.” 

“That applies to the guy handling 
mostly equipment (or greeting cards), 
not me.” 

“That applies to a downtown (or 
shopping center) operation, not me.” 

“That's for the dealer who doesn’t 
have competition across the street.” 

Admittedly, none of the advice, or 
very little of it, may completely fit 
your operation. It has to be genercl, 
of course. For many problems, there 
is no one solution. For many ques- 
tions there is no single answer. There 
is no “right way” for everyone. The 
dealer must go to the trouble of pick- 
ing, choosing and adapting the ideas 
and advice to his own operation. 
What is available to you is the very 
best ready-to-wear, but you have to 
do the alterations. 

Now, the fellows who are quoted 
above simply aren’t willing to make 
the alterations. Changing a hem or 
a seam in good advice doesn’t alter 
its soundness. The basic advice really 
can apply. 

A good example that comes to 
mind involves the first mentioned 
“excuse”. Shortly after last year's 
NSOEA convention I was discussing 
the speech by Fred Smith of Fred 
Smith Associates with a small Eastern 
dealer. 


Smith spoke on “Quarterbacking 
the Sales Team’’ and made the point 
that the boss should “hand off” re- 
sponsibility. 

“The trouble with this and much 
of that NSOEA stuff,’ the dealer 
said, “is that it’s for the big dealer. 
I have to carry the ball all the time 
because my customers expect me to. 
My salesmen, only two, are blockers, 
I guess.” 

Of course, Mr. Smith’s advice is 
tailored for this man, but it was 
reasoned away and went unheeded. 
It didn’t even need altering. It takes 
good men to make a business grow, 
and good men won't stay around as 
“blockers”. Here, then, is a small 
business that might have grown, but 
won't because — among other things 
—— good advice wasn’t heeded. It 
didn’t apply, the dealer said. 

Most cases aren't this obvious. 
Some changes are usually necessary to 
make the advice fit a particular oper- 
ation. But certainly there are many 
cases where the potential benefits 
justify the ‘‘fitting’’. 

Seek out the valuable advices avail- 
able. Look for potential profit-build- 
ing ideas. Then, cut them to fit 
your operation. Don’t discard them 
because one ‘“‘measurement’’ is off. 

Be a tailor of retailing advice. 
There is much available to you. Make 
it fit. You'll like the results. 
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Do Your C 
Buyin 


“Plan now — sell later” is the theme 


of this pre-holiday message from Dr. 


Cross. He tells you how to buy right in the next 


few months so that you can sell more in December 


By Gordon Cross, Ph.D. 


Consulting Editor 


successful Christmas season in a 
A stationery store depends upon 
two things — good planning and 
good selling. So at least half of our 
success at Christmas time is deter- 
mined long before the season begins. 
It is determined by how well we do 
our planning at this time of the 
year. 

It is not easy to think seriously 
about Christmas during the long, 
hot days of summer. In fact it is 
really impossible to get into the 
spirit of the holiday season which 
seems so far away just now. It may 
be that this difficulty in projecting 


our thinking several months ahead 
is responsible for the fact that there 
is so little imagination shown in 
the assortments of merchandise in 
stores at Christmas time. 

Even if we cannot get into the 
holiday spirit ourselves, we must 
force ourselves to be objective 
enough to consider the reactions of 
our customers in that all-important 
season, We must take a look at those 
customers and try to see what they 
will be like and what they will ex- 
pect from our stores. We must be- 
gin by recognizing that our Christ- 
mas customers will be different. 


Some of them will actually be dif. 
ferent people from the ones we do 
business with during other times of 
the year. Even our regular customers 
will be thinking different thoughts 
and acting in different ways. 

One type will be the early buyer 
who will know exactly what he 
wants to purchase. He probably 
will be buying an important gift 
for someone who is very close to 
him. His purchase will be a major 
one, and he is an important cus 
tomer. He is the easiest to plan for 
in that the present he buys probably 
will be chosen from our regular 
stocks. Making a sale of this kind 
depends more upon long-range as. 
sociations with customers than upon 
any plans which can be made at this 
time. Many such sales will be made 
through special orders and will be 
doubly valuable because of the lack 
of risk involved in the transaction 

At the opposite end of the scale 
will be the last-minute customer who 
will come rushing in ready to by 
almost anything in order to get a 
gift list completed. A brief study 
of this customer shows us_ how 
the intensity of Christmas shopping 
increases from a slow and deliberate 
pace to an atmosphere of virtual 
frenzy at the climax of the sea 
son. Being prepared to sell the 
customer in this critical frenzied 
season is one of the most difficult 
tasks in Christmas plan-making. 

Because of the frantic nature of 
the season, the sales potential in 
the last few days of the season 
is extremely high. Unfortunately, 
most stores have badly depleted as 
sortments of merchandise at this 
time of high potential. Thus the 
stores are not in a position to turn 
the potential into actual sales. Hereia 
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lies the greatest difficulty in plan- 
ning of seasonal stocks. The mer- 
chant is forced to plan his stocks 
in such a way that he will have most 
of his Christmas goods cleared out 
when the season ends. It seems nec- 
essary, therefore, to have these re- 
duced stock assortments just at the 
time of greatest sales opportunity. 

This situation points up the need 
for very careful stock planning. 
When customers find stocks deplet- 
ed just prior to Christmas, they 
frequently are forced to accept what 
is left at that time when they would 
have preferred to buy more desir- 
able items which had been sold 
out earlier. However, when the re- 
tailer looks at his sales records for 
previous seasons, he tends to con- 
sider all sales to be transactions 
which satisfied the customers’ wants. 
Unless he analyzes each item care- 
fully, he will find himself rebuying 
items which he had to force out at 
the end of the previous season. 

Right now is the time when this 
danger can be averted. Any mer- 
chant who can plan carefully enough 
to increase his offering of wanted 
goods and decrease his stock of 
hard-to-sell items will enjoy a sub- 
stantial increase in Christmas sales. 
The newest plan in scientific mer- 
chandising is called “trend analysis’. 
Actually, this is nothing more than 
searching out those items for which 
customer demand is increasing and 
putting emphasis on them at the ex- 
pense of other items which show 
signs of slipping in sales potential. 
Planning on the basis of past sales 
records must be tempered with an 
understanding of future sales poten- 
tial, 

Any increase in sales that we en- 
joy in December this year will de- 
pend upon how well we are prepared 
for those last few crucial days. If, 
at that time, we are trying to push 
out our mistakes, we cannot hope 
for much increase over last year. If 
on the other hand we have good as- 
sortments up to the very end, we 
can expect some excellent results. 
This idea of having good assort- 


ments of merchandise just when 
other stores have low stocks has 
been tested by several large retail 
companies. They have found that 
the increase in sales is great enough 
to more than compensate for any 
loss from additional left-overs at 
the end of the season. 

A third type of customer may be 
the most important of all. People of 
this type will be shopping all 
through the holiday season, looking 
for the different and the unusual in 
their gift buying. Usually they are 
willing to pay premium prices if 
they can find something to please 
them. These are discriminating 
people who approach the gift sea- 
son as if they were starting on an 
adventure. They derive great plea- 
sure from discovering an exciting 
object to present to a relative or a 
friend. Such customers as these are 
becoming more numerous with each 
passing year. 

In this kind of customer lies a 
great opportunity for  stationers. 
People are becoming weary of the 
great volume of standardized and 
mass-produced merchandise which 
can be found in every other retail 
outlet on the street. Mass  mer- 
chandise may please them when they 
are buying staple items for their 
own use, but it is not what they 
want when they shop for gifts. 
There is much evidence that cus- 
tomers are eager for merchandise 
with which to express themselves 
as individuals. 

To satisfy this desire for the un- 
usual in gifts requires very careful 
planning indeed. An important 
question concerns what percentage of 
the holiday sales volume may be 
expected to come from such mer- 
chandise. It is probable that the 
addition of desirable new items 
would result in additional business 
over and above the regular sales 
volume. And only in a few cases 
would new items compete with regu- 
lar merchandise. 

What are these new items and 
where will they come from? Ma- 
chines and office tools of unusual 


design and craftsmanship, art ob- 
jects which depart from the ordin- 
ary in decorative effect and newly 
invented gadgets have all appeared 
on the scene. One source of new 
ideas is found in the great influx 
of foreign merchandise. More im- 
portant, however, is the effect these 
imports have had upon American 
production. Large producers have 
improved their designs and small 
producers have found new opportuni- 
ties in the trend to differentiation. 
There are dangers involved, but it 
pays to remember the customers who 
are ready to get out of the rut. 

Chain stores, supermarkets and 
discount houses are selling the mass 
goods on low expense ratios. Your 
best defense against this kind of 
competition is to arouse the interest 
of customers in other merchandise 
on which you retain a satisfactory 
profit margin. 

There also are important second- 
ary effects which can result from 
being different at Christmas time. 
One of these is the matter of store 
personality. All of the fancy fixtures 
in the world cannot compensate for 
merchandise offerings which lost 
their excitement appeal many seasons 
ago. If you can get customers talk- 
ing about the new look of your 
stocks of goods, you are getting a 
kind of advertising that no money 
can buy. This aspect is so important 
that some merchants feel that an oc- 
casional loss in trying out new items 
should be charged to advertising. 

Christmas business will be good 
this year. How good it will be de- 
pends on how well you understand 
your customers. If you offer them 
only standard goods, you will get 
a bread-and-butter business. If you 
have good assortments longer than 
those in other stores, your business 
will give you some cake with your 
bread. But if you want whipped 
cream on the cake, you will have 
to give the customers some things 
that are different and unusual. These 
are the decisions which are made 
at planning time. They cannot be 
postponed until selling time. 
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r pore are at least three areas jy 
which stationers have to take 
stock in their preparation for Chris. 
mas. 
First, there are many who do¢ 
big volume in the seasonal mer. 
chandise, Christmas cards and gifi 
wrapping. 
Second, all dealers look forward 
to the sale of individual gift item: 


Wra 


clude 


from their regular and special stock pomP 
rom Third, there is the field of bulk “*™ 
sales of advertising specialties, ; tt 
field that can embrace many stand Gi ) 
ard stationery products. 
Some of the new merchandise fol offer 
Sa Nn ta S Christmas 1958 is reviewed in thes unde 
pages to assist dealers in their plang five | 
ning. Other new products were ref ' ‘ 
ported in the New York Stationen oar 
Show section of the June issue off or k 
orksho MODERN STATIONER AND OFFIC 
EQUIPMENT DEALER. The Christma 
products shown here are keyed w 
that readers can obtain further ing Silv 
E formation by circling a correspond 
; ing number on the ‘“Tell-Me-More 
card at the back of the magazine. 
A search among manufacturers for 
new Christmas products made one 
thing clear: it will pay the dealer to 
do his holiday planning and selling 
with an open mind. In addition ti 
pen sets, leather goods and des 
accessories, there is good reason to 
include in the plans some thinking ¢g 
about a variety of things such « 5 
personal and household files, colo 
lamps, check protectors, decorative fere 
touches for the office wall, chalk™ 
boards, chairs and postal scales. The ngs 
New Products section each monthi® por 
will suggest other possibilities. 
Card-Gift Combination 
Random House will have available ip 
September a combination Christmas cat 
and gift, a 13-page, 514%" by 65%” book 
called ‘‘Merry Christmas Darling.’ Ep 
cased in a celluloid slipcase, the book 
has color illustrations on each page, with 
the first page reserved for a photograph 
of the giver. It retails for $1. 
Hi 


An especially close watch on new products is important 
during the Christmas planning months. What you do now will 


by 
determine how your shelves look to the holiday shopper 50 
MODERN STATIONER, AUGUST, 1958 M 


baal 
— 
O. 
\ 
\ 
\ 


e areas if Wrapping Ensemble 1 Merchandiser 7 
e to tak ~ . the A new cutter box ensemble in- Three pre-packed Christmas floor- 
for Christ 4, &  _—itroduced by Tie-Tie Gift Wrap- ag stands have been introduced by Ben- 


pings contains all the materials . Mont Papers, Inc., for the “Artcraft’’ 


4 needed for gift wrapping in one line. The stands are designed to offer 
who package: 24 feet of roll paper, retailers a complete Christmas giftwrap 
onal mer. eo 60 feet of Satintone gift tie in ra . department in one compact display. The 
- and gift — four colors, and 10 matching ; largest, shown here, takes a 48 by 27- 


tags. Available in six designs, the | 3 eee inch floor space and holds merchandise 
‘ ensemble retails for $2.95. Se: - with a suggested retail value of 
k forward Other Tie-Tie offerings in- $249.44. By bonding aluminum to 


gift items clude a $1 bag of notched hanks with instructions for making ; : rede i: Saran, Ben-Mont also has produced a 

cial stocki™ pompom bows and a new kind of wooden, gravity feed mer- . gib new metalized Christmas tree icicle said 

d of bul chandiser for gift wraps. to be stronger and more brilliant than 
others. 


cialties, 4 
any stand. 


Gift Sacks 


Brilliant foil bags in eye-catching de- 


di signs of red, green, gold and silver are or iain 
andise offered by the W. Dean Finch Co. 
d in thesf under the name of Sack-Its. A group of Gift Wrap Kit 8 


their plan. five bags with gold ties included retails 


for $1. The bags are recommended as 
Ss were fe. asl « 
a quick and attractive way to wrap tail at $1.59 is reported by The Paper- 


Stationen odd shaped presents such as toys, bottles wey 8 craft Corp. It contains two rolls of gift 
€ Issue Off or knitted goods. 0 wrap, two Redi-Bows, three reeds of 
> OFFIC : ae ribbon and six large tags. The kits are 
Christal packed 24 boxes to the case, in two 
different assortments. 
keyed 


‘urther inf! Silver Backed Ribbon 
orrespond. Hy-Sil Manufacturing Co. has 
Me-More a box five 
agazine Spools in assorte nristmas Spanish Text Cards 
cturers for ; - 0s “the cooly tibhon with a silver The Success Greeting Card Co. has announced a 1958 line 
made om Wea: 13 : lining,” to retail for $1. The of Spanish greeting cards, including 10 numbers to retail at 
$2 each with rosaries or crucifixes attached. There also are 
© dealer to firm also offers 30-inch wrap- 
boxed assortments for $1 and $1.25. 

ind selling ping paper in six igns. 

ee 300-inch roll in a cutter box 
ddition to retails for $1.49. 
and desk Display Fixtures 10 
reason to ' bs Dennison Manufacturing Co. has an- 
e thinking teal nounced new merchandise display racks. 


A Kaycrest “Gift Wrap Kit’ to re- 


Colored Tape 


3 such a ~¥ The one pictured can be used either 
oe Self-stick cloth tapes in many bright ‘ a he as an island or wall fixture. It contains 
files, desk colors for holiday decorating are of- , 4 a $133.20 assortment of wrappings, 
decorative fered by Mystik Adhesive Products, Inc. 7m i : seals, cards, tags and ribbon ranging in 
all, chalk The tapes can be used to spell a wel- age ti price from 10 cents to 39 cents. A lar- 
scales, Thay OF on the doorstep and ger Dennison fixture has merchandise 
i on to create gay designs on windows, doors } with retail prices ranging from 25 cents 
| porches, or walls. Me . to 98 cents and a total retail value of 


ilities. $188.09. 


Al aT te a Display Rack A complete range of gift wraps 

k b and ribbons for instore wrapping 
The Tuttle Press Co. contains an assort- 


Wrapping Supplies 


available in 


ristmas retail items have been an- 
654" book \e ment of gift wrappings, tags and ribbons nounced by Minnesota Mining and 
urling.” En js. soa with retail value of $197.40. The unit Manufacturing Co. Five new floor- 
ce ni converts to either counter or floor rack. stands have been developed by the 


Tuttle Press also offers flameproof crepe 
paper streamers and foil rolls in various 
designs and sizes. 


firm, to provide a gift wrap center 

to meet the needs of every retail 

store. Cutter box and roll assort- 
ments come in 108 new designs for 1958. 


. page, with 
photograph 


; Mosaic Cards 12 
Holiday Stencils 6 A Christmas card line of modernistic, mosaic-designed cards 

Fourteen different holiday designs on six large 16” x 10” from the Holy Land is offered by D & R Antman. There are 
stencil cards are packaged in an attractive set for self-service sales five style numbers for the Christmas season and one for the 
by Stenso Lettering Co. The do-it-yourself item will retail for Jewish New Year. The cards retail at 10 cents and are packed 
50 cents. 25 to the box, with envelopes. 
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3 New Albums 13 


National Artcrafts, Inc., an- 
nounced its 1958 line of personal- 
ized Christmas cards was ready 
for distribution July 1. All cards 
in three new albums carry a 50 
percent discount. The Lantern Al- 
bum of exclusive cards, a Reli- 
gious Album and the Santa 
Album provide a wide choice in National’s 24th year of pub- 
lishing a personal Christmas card line. 


Religious Cards 14 


The Chapel Line of reverent Christ- 
mas cards has been designed by Chapel 
Art Studios to answer the growing de- 
mand for religious greetings. The al- 
bum contains both classic and contem- 
porary cards. It is one of several dis- 
tinctive albums published by the com- 
pany. 


Fine Writing Paper 15 


New Scintillate gift-styled station- 
ery by Eaton Paper Corp. has gleam- 
ing metallic chips incorporated into 
the envelope linings and box wraps 
to add fashion to writing papers. 
There are seven boxing styles, rang- 
ing in retail price from $1.59 to 
$8.50. variety of  star-dusted 
colors is available, some in hinged 
cabinets. Another Eaton offering, the 
Fantasia gift cabinet, contains white 

vellum letter paper, envelopes and two decorated spring clips 
to hold answered and unanswered letters. 


Holiday Line 16 


Napoleon Prints has approximately 100 
new Christmas cards, some in silk screen 
for the first time, and a selection of party 
invites, dollar cards, novel gift wraps and 
gift inserts, and a gold PG album. 


Foreign Text Cards 17 

A religious assortment of 20 Polish 
text Christmas cards is part of the 1958 
line offered by J. J. Stark Co. The 
same assortment is available in Italian, 
French, Ukrainian, Slovak and Hungar- 
ian. All in all, the company publishes 
cards in 26 languages. 


Writing Paper 18 

A Three Quire Cabinet to retail 
at $3.95 is offered by Arthur E. 
Wilson & Co. It contains 72 hand 
deckled sheets and 72 envelopes. 
Two similar cabinets are made up 
of four and five quires. 


Contemporary Cards 19 

Barker Greeting Card Co. offers 
new line of contemporary Christmas 
cards and also $1.50 Solid Packs. The 
solid packs are in a foil-wrapped box 
with acetate see-through lid, in a variety 
of designs for every holiday mood. 


Coloring Tools 20 
Prismapastel pencils and sticks 

by Eagle Pencil Co. are both 

available in sets including up to 

60 different colors, plus a variety 

of warm and cold greys and three 

metallic colors. The coloring 

tools come in sets of 8, 12, 24, 

36, 48 or 60. 


Desk Sets 21 

Called the “Sloop” because of its 

flowing, boat-like lines, this fountain 

pen desk set is one model in a 

new line of wood and metal sets 

being introduced by the Parker 

Pen Co. Made of rich-looking teak- 

wood, this model features two of 

Parker's newly developed desk foun. 

tain pens. The set will retail for 

$55. Other sets, designed for either 

home or office use, employ contrasting blocks of aluminum and 
Brazilian rosewood and laminated strips of wood and metal. 


Pen and Pencil Set 22 
The new Safari Twin-Cartridge 
pen and pencil set by The Ester- 
brook Pen Co. features the Safari 
pen with new high styled matching 
pencil of the “propel-repel’’ type. 
The set price has been reduced to 
$6.95 for Christmas gift givers. 


Featherweight Pen 


The Lindy Featherweight is being 
introduced by Lindy Pen Co. as # 
slim size retractable ballpoint pe 
that weighs only one third of a 
ounce, yet carries a standard size ff 
fill. The pen will sell for $1. A 
dealer display includes one dozen 
pens in permanent foil display with 
styrofoam platform, a dozen replace 
ments, a dozen refills and free foil 
gift boxes. 

The new Featherweight also is available in a companida 
pen set with the Lindy Cavalier. Another merchandiser contaift 
boxed sets of non-refillable pens. 


(Continued on page 54) 
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Elaborately trimmed by owner Wm. Tennant, the Dana Street Stationery 
Shop in Mountain View, Calif., emphasized business gifts for busi- 
ness people. The store took second place last year in a city-wide 
Christmas window contest. 


~ 


This unusual ferris wheel window display promoted sales of 
portable typewriters at Bremerton, Wash., last Christmas. The whee! 
was made of wood, painted red and decorated with tinsel and 
tree lights, and turned slowly by motor. Portables were placed 
on platforms of the revolving wheel. Typewriters and adding 
machines at the base of the window rested on a red cloth. 


] company's display 
ause of its ¥ Most f i. contest last Christmas 
is fountain . Ke went to this window 
od i at Moseley's, Inc., 
trio of pens is shown 
ne Parker W d as a group of 
king teak. our In OWS ers a lighted 
two of lamppost. Most of 
desk foun- ¥ Ke, the lighting for this 
retail for These Christmas displays, some of them two-sided window 
for eithe By prize winners, show how planning and ve wes overhead. 
inum and imagination can produce attractive win- 
1 metal. ¥ dows that sell the stationer’s products NS 
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First prize in a pen 


Keeney Office Equipment Co., Dallas, Tex., won first prize in 
the Eighth Annual Christmas Window Trimming Contest sponsored 
by the National Office Machine Dealers Assn. Colored portables 
were featured in a window framed with bright green holly and 
red berries. Snow sprayed behind the red and green completed 


the attractive frame. 


ROYAL 
PORTASLES 
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Desk accessories, leather goods, greeting cards and colored 
portables were combined in this Christmas window at Fore- 
man's, San Mateo, Calif. Green and white tinsel was hung 
overhead. 
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ized greeting cards and other merch- 
andise. Sales and profits are lost by 
turning away rush orders for Christ- 
mas or good will is lost in a barrage 


oo unpredictable buying habits of 
the American consumer can catch 
many a dealer unprepared for a last- 
minute rush of orders for personal- 


~ 


YOUR NAME 


“While-you-shop" imprinting service builds sales volume and customer good will for Brady- 
Luick Stationers, Los Angeles, Calif. Last-minute orders for imprinted Christmas cards and 
monogrammed gift items are cheerfully filled by two full-time operators. 

— Photo courtesy Kingsley Machine Co. 


Last-minute Christmas orders for cards 
or personalized gifts need 


late if a dealer is equipped to 
do the work in his own store 


In-store Imprinting Solves Rush Problem 
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not be turned away or delivered 


of complaints about late deliveries 

Many dealers solve the problem by 
purchasing or renting their own im 
printing equipment. As a result, they 
are able to give one-day or while-you 
wait service throughout the rush sea 
son and fill personalized Christmas 
card orders right up to Dec. 23 
Customers are kept happy, sales of 
better quality cards are increased and 
the store itself retains the profit on 
the added charge for imprinting. 

Other advantages of in-store im. 
printing are that it may simplify 
bookkeeping problems, reduce repack 
ing and shipping expense and climip- 
ate many costly mix-ups. 

The compact imprinting machine 
may also be used for monogramming 
book matches, paper napkins, foum 
tain pens, leather goods and many 
other gift items. 

The machine, itself, has proved to 
be a good sales attraction. Many 
people will stop to see “how it works’ 
and wind up by placing an order 
Some stores have found that having 
the operator work in a window is é 
good way to advertise the imprinting 
service and stimulate extra sales. 

No special skill or training is 
needed to operate the equipment. Any 
sales person can do it after a fem 
minutes instruction and a little prac 
tice. The simplicity of operation 
makes it feasible to hire inexperienced 
student help to handle greeting catd 
imprinting during the holiday season. 
Handicapped or elderly persons also 
make fine operators because the work 
is not tiring and may be done sitting 
down. 
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Proud 


of This Salesman’ 


A Kansas City stationer tells how 
the right man can become a top outside 
salesman — starting with no guarantee, 
mastering one product at a time and 
developing his own accounts 
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By 8:30 each morning, Mr. Bovos is on the way 
to make his first call. He usually spends 15 
or 20 minutes at the store before starting 
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his rounds. 


Joe Wilner, left, owner of Stanley-Sargent Co., Kansas City, Mo., goes over new promotional 


material with outside salesman Stan Bovos. 


Tes is the story of a salesman who 

started selling rubber bands in 
1946 for Stanley-Sargent Co., Kansas 
City, Mo. He now earns up to 
$1,000 in his better months as a 
general line salesman, serving accounts 
in the Kansas City metropolitan area. 

The story comes from Joe Wilner, 
Owner of Stanley-Sargent and _presi- 
dent of the Kansas City Stationers 
Assn. It’s about 31-year-old Stan 
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Bovos, who still gets excited over 
the fact that every businessman and 
professional man along the street is 
a prospect for the stationery salesman. 

Mr. Bovos has becn selling since 
he was 12 years old. He sold shoes 
while attending high school. Selling 
stationery and office equipment is his 
first and only full time job. He 
started with Stanley-Sargent by work- 
ing part time afternoons while at- 


tending Kansas City University. And 
he started as an outside salesman — 
not as a stock boy, delivery boy or 
floor clerk. 

He went to work with no base 
salary or guarantee. It was all com- 
mission. He picked his own accounts 
and mastered one product at a time. 
For the first several months he 
specialized in rubber bands which 
had been scarce or of inferior quality 
during the war. Next came staples. 

“Have you seen these good rubber 
bands that are back on the market?’ 

That was his opener On every new 
call. 

Mr. Bovos remembers some of his 
first big sales while working threc- 
hour days and going to school. Many 
of the accounts he cultivated then are 
still among the company’s best cus- 
tomers. 

Twice a month for six months he 
called on the purchasing agent in 
the home office of Western Auto 
Supply Co. Finally, after half a year, 
he sold five pounds of rubber bands 
— followed by an order for a thou- 
sand pounds. Western Auto still 
buys supplies regularly from Stanley- 
Sargent. 

The same persistence paid off at 
the First National Bank, International 
Milling Co., the University of Kansas 
Medical Center and other big ac- 
counts, 
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Mr. Bovos believes in spending time, even 
with good friends, to explain products and 
demonstrate them. Here he's taking along a 
copying machine for an in-the-office dem- 
onstration. 


Young Mr. Bovos was earning as 
much as $200 or $300 a month be- 
fore he finished college in 1949. 
Now he sells three or four times the 
volume of his first full time year. 
He’s married, has two children and 
drives an air-conditioned car. 

How does he do it? 

He likes the business. 
the products. 
at it. 

“Stan gets along well with people, 
almost too well,” explains Mr. Wil- 
ner. ‘He's on a first name basis even 
with all the office girls. He’s out 
on the job early every morning after 
only 15 or 20 minutes in the store. 
Because he’s on the street by 8:30, 
he gets his regular calls out of the 
way by early afternoon and then 
works on new accounts. If he goes 
to a ball game in the afternoon, he 
takes a prospect with him. 

“It’s important, of course, that he 
has a regular schedule for calling on 
accounts. Some he sees five days a 
week, some once a week and others 
once a month. 


He knows 
And he works hard 
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“But probably most important is 
his attitude,” says Mr. Wilner. ‘Stan 
Bovos never forgets that he’s selling 
things which everyone needs. When 
he walks out of the store in the 
morning, he looks upon everyone as 
a prospect. He also believes in spend- 
ing time with accounts, even with 
good friends, to give demonstrations 
and product information.” 

For his part, Mr. Bovos thinks a 
good share of his success is due to 
the close relationship with the em- 
ployer which is possible in a fairly 
small operation. 

Stanley-Sargent has three outside 
sales people, one of them a woman 
who is especially strong in the field 
of duplicating equipment and sup- 
plies. The salesmen receive one-third 
of the profit as their commission. The 


business is roughly 70 percent sup 
plies, 20 percent furniture and 10 pe 
cent machines. By staying wil 
standard grades of merchandise, 
firm achieves an inventory turn 

six times a year. 

In 20 years the company has grow 
from a one-room office in the Boar 
of Trade Building to its own thre 
story downtown building. Mr. Wil 
ner bought the business in 194 
when it was located at 1222 Og 
Street. A civic redevelopment pn 
ject forced a move last winter ¢ 
1406 Walnut Street. 

Part of the incentive for salesma 
Stan Bovos is a complimentary try 
to the annual NSOEA Convention 
Exhibit in Chicago where he has help 
ed with the buying the past fiy 
years. 


Furniture lines have been added gradually 
in the past nine years since Mr. Wilner 
bought the business from Stanley S. Aaron. 


With most of his planned calls on regular 
accounts completed by early afternoon, M. 
Bovos often closes his day by working of 
new accounts. 
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As an example of how a good sales- 
man uses imagination to create new 
markets, Mr. Wilner tells a revealing 
story. 

“Stan had a number of bowling 
friends who were always asking to 
use store equipment to run off their 
bowling scores. He was secretary of 
a bowling league himself and he 
knew what a nuisance this was. 

“So, what does he do? He figured 
out that bowling alleys themselves 
could install duplicating equipment 
in one corner for the convenience of 
league secretaries who have to run 
off scores and standings. The alley 
then could make a nominal charge of 
25 cents for the service and supplies. 

“With a proposal like this,” Mr. 
Wilner says, “Stan sold the first alley 
he called on. Now he’s after the 
others with the same suggestion.” 

It's no wonder that Mr. Wilner 
says, “I'm proud of this salesman. 
There will always be room for men 
like him in our industry.” 


\ 


Don Toombs, delivery man, and Miss Bobbie Baughman, stock room supervisor, prepare orders 
for delivery. A panel truck and the owner's station wagon are used for routine deliveries. 
The store rents a truck for furniture deliveries, rather than maintain its own big truck. 


The five I's of a good salesman were 
described at a regional meeting last spring by 
Paul Burbank, general manager for the past 
12 years of the National Stationery and Office 
Equipment Assn. How do you and your sales- 


The Five Aa 


I's o 
Sales n 
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® INDUSTRIOUS — A good salesman plans 
his work and wastes no time. 


able to demonstrate them. 


e INFORMED — He knows his products and is 


VLE AP ALP ALP AP AP AP AP AP AP AP AP AP AP AP AP AP AP 


IMAGINATIVE — He does things in an in- 
teresting, attention-getting way, both appro- 
priate and colorful. 


IRREPRESSIBLE — He possesses “inner 
sparkle” which makes him enthusiastic about 
his work. 


INSPIRED — He has the conviction that he 
is serving a mission for which he is qualified. 
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Dealers who took part in the 
observance agree that Pencil 

Week is worth repeating. Many were 
able to trace extra sales 

directly to their window displays 


Roy Holt, left, is congratulated by A. B. (Ben) 
Gustafson, president of A & E Supply Co., Duluth, 
Minn., after winning first prize, a color television 
set, in the first annual Pencil Week promotion 
contest. 


SUPPLY CO. 


This delivery truck has been promoting pencil 
for the Minnesota firm for the past six years. The 
“A & E" stands for Architects and Engineers, but 
the store handles a full line of office supplies, 
furniture, gifts, greeting cards and camera sup- 
plies. 


\ / inner of the first annual Pencil 
Week promotion contest for 
dealers was a firm that has been pro- 


ad © moting pencils for more than 40 

encil Promotion years, A & E Supply Co., Duluth, 
Minn, 

The name is an abbreviation, de. 


P {f veloped over the years, for Architects 
ays and Engineers Supply Co., a name 


Roy Holt picked a modern theme for his Pencil Week display window 
and tried to tell the world with sputniks and rockets that, “In Any 
Age Pencils Do More Jobs Better." 


C. A. Wipson of University Co-op, Madison, Wis., won second prize 
in the Pencil Week contest with silhouetted cutouts and background 
units promoting the various uses of pencils. 
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which gives a good clue as to why 
this particular store is more pencil 
conscious than most. 

In addition to a full line of office 
supplies and furniture, the store 
carries a wide variety of drafting 
equipment and art supplies. A giant 
pencil, mounted atop the store's de- 
livery truck, has advertised pencils 
for the past six years. 

Roy Holt, ad manager, designed 
the special displays which won first 
prize in the contest sponsored by the 
Lead Pencil Manufacturers Assn. 

“We tried to use a timely theme,” 
he says, “‘building our window around 
rockets and sputniks which were very 
much in the news during the contest 
period. We used the biggest window 
we had, a 15 x 8 foot showcase along 
crowded Superior street. 

“We modified the Pencil Week 
slogan and worked about two even- 
ings with materials from the store to 
build the display. The window stay- 
ed in for two weeks and during that 
time we posted six outside salesmen 
on the facts of Pencil Week. Pencils 
always have been an important staple 
item with us and we probably stock 
more pencils than a lot of dealers our 
size because of the nature of our 
business. The promotion seemed to 
increase the requests for specific pen- 
ails.” 

Other dealers who took part in 
the contest agreed that the promo- 
tion was worthwhile and they think 


A life-sized mannequin, with plaid dress fluttering in the breeze 
of a hidden fan, was perched upon a giant pencil in the Main 
Store window display of Kistler's, Denver. Kistler's Main Store and 


A & E in the center of Duluth's shopping district, 


display pencils during a two-week period. 


it should be repeated next year. An 
average 10 percent increase in pencil 
sales was reported by about half of 
those participating. 

Fifth prize winner H. F. Zillmer, 
Zillmer’s Office Supplies, Waukesha, 
Wis., had a typical comment. 

“It would appear,”’ he said, “that 
we have all been taking our old 
friend the pencil for granted. This 
was the first time in more than 30 
years that we have had a window dis- 
play of nothing but pencils. It was 


Denver Club store displays combined won third prize in the contest. 
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WE'LL SUPPLY 


A PENCIL FOD EVERY. USE. 


at the left, to 


used its biggest window, 


rather surprising to many of our 
sales people to have so many persons 
come in the store and ask for specific 
pencils that were displayed in the 
window.” 

Another dealer said customers were 
“continually buying stock out from 
under our hands as we were building 
the display.” 

A survey of public reception and 
dealer reaction made it clear to the 
Lead Pencil Manufacturers Assn. that 
the promotion was a success. 


Despite failure of contest materials to arrive in time, H. W. Zillmer, 
Zillmer's Office Supplies, Inc., Waukesha, Wis., used this simple and 


effective display to take fifth place. 
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H. W. Clopp, 


Trenton, 


N. J., arranged this luminous, 


multi-colored display for full viewing at any angle by 


pedestrians and car passengers. 


fourth prize. 


The Clopp promotion won 


A tribute to suppliers and a believe-it-or-not 
statement helped win sixth prize for Hans 
Andres, Stationers Corp., Los Angeles. The 
banner says, “If all the pencils sold this year 
were placed end to end, they would reach to 
the moon and back, several times over." 


A JOB DONE RIGHT. 


Original pencil sketches by a local artist in 
this window and in-store display of high 
school pencil drawings helped win seventh 
place in the contest for Mrs. Ruth M. Larson, 
Adams Book Store, Rochester, Minn. 


This Pencil Is Noticed 


eee off the main business 
street, El Monte Office Supply, 
El Monte, Calif., needed an attractive 
store sign to bring in customers. They 
found it in the pencil. 

Their sign consists of a huge pen- 
cil, more noticeable than the custo- 
mary neon wording. Painted a bright 
yellow, it has natural wood color at 
the sharpened end and black lead. 
The sign attracts attention from as 
far as three blocks away. 

Initial cost was higher than it 
would have been for the average sign, 
but the extra attention drawn by the 
pencil sign is considered worthwhile. 
The pencil symbolizes the stationery 
business more aptly than the old wood- 
en Indian did the retail tobacco store. 

Both motorists and pedestrians find 
their eyes drawn to the sign of the 
pencil — and they remember it when 
they need stationery items. 
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ELEVATOR 


uP 


HARRY JUST \SN'T HIMSELF UNTIL HE \ 
FINISHES HIS COPY OF 


CONVENTION DAILY* 


MODERN STATIONER CONVENTION DAILY is the con- 
vention paper that both dealers and advertisers PREFER. It car- 


Prin : “at ee ries more news, more pictures, more advertising — and is read by 
DIVISIONS MEET 
IN CONFERENCE Like the barnyard rooster, CONVENTION DAILY arrives 


on the scene early each morning of the convention and is distrib- 
Burbank 
sb ee a uted in the Conrad-Hilton and other nearby convention hotels. 
a 


MODERN STATIONER CONVENTION DAILY offers 
manufacturers an unparalleled opportunity to tell their story direct- 
ly to the conventioners and to invite prospects to their exhibits. 
For full advertising story of CONVENTION DAILY, write or 
call: 


DAVIDSON PUBLISHING COMPANY 


250 Fifth Avenue, New York 1, New York 221 North LaSalle St., Chicago 1, Illinois 
405 East Superior Street, Duluth 2, Minnesota 


pk 
CONVENTION BAILY || 
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‘ 
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Anthonsen and Kimmel Open 
New Showroom in New York 

A new showroom was opened in June 
by Anthonsen and Kimmel Associates, 440 
Fourth Ave., New York, N. Y. The new- 
ly designed area occupies an entire floor 
in a newly remodeled midtown building. 

On display are all the lines represented 
by Anthonsen and Kimmel — _ Brown- 
Morse, Gingher, Haskell, Meilink, Mon- 
arch, Ohio Chair and Supreme Steel. 


Arnold Anthonsen, left, and Henry Cohen, 
Lincoln Office Supply Co., New York City, 
look over a desk at the opening of a new 
showroom in New York by Anthonsen and 
Kimmel Associates. 


Western NOFA Meet 
To Have More Exhibits 


West Coast office furniture dealers and 
manufacturers will gather at the Ambas- 
sador Hotel, Los Angeles, July 31 for the 
second annual Western Area NOFA Con- 
ference. The three-day conference this year 
will again feature exhibits. 

Theme of the conference will be “Know- 
ledge of Today's Problem’s,” according to 
the chairman, George D. Nielsen, Dray 
Manufacturing Co. 

Speakers will include Eugene C. Peck- 
ham, personnel specialist, and Ralph Noble, 
color stylist. William Cole, Walsh Brothers, 
Phoenix, Ariz., will discuss ‘Group 
Dynamics” and Al Osborn, Tacoma Office 
Supply, Tacoma, Wash., will speak on 
“Reorganization of the Modern Business.”’ 
Legal aspects of the office furniture busi- 
ness will be covered by Milton N. White, 
Los Angeles attorney. 

Dennis Day will head the floor show 
and Freddie Martin’s orchestra will pro- 
vide music at the closing banquet Saturday, 
Aug. 2. 

Earl Sheffer, president of the Los 
Angeles chapter of NOFA, says there will 


DRESSTIME NEWS 


The stationery store of the House of Representatives is in trouble, according 
to a Washington bulletin from United Press International. It's making a profit 
Each House member gets a two-year, $1,200 allowance to buy stationery, which 
the stationery room is supposed to supply at cost. Now the appropriations com- 
mittee complains the store showed a profit of $30,000 to $40,000 a year on a 
gross of $400,000. 

The trouble lies in figuring costs. The store’s managers know what they pay 
for the merchandise but they have to guess at an allowance for breakage, obso- 
lescence and other such losses. They can’t seem to guess low enough. A capitol 
crime, it is. 

* * 

A “built-in gift list’’ is featured in the 1958 Christmas catalog sold on a 
non-profit basis to dealer members of the National Stationery and Office Equip- 
ment Assn. Fifty gift ideas, all common stationer items, are illustrated in color 
in the 12-page catalog. A line is provided after each of the illustrations for 
writing in the name of the gift recipient. An “integrated imprint’ can be fitted 
into the front cover design and a ‘‘do-it-yourself” back cover provides space for 
a dealer to add his own items, prices, brands, services, a picture of his store or 
any other copy. Additional information is available from Homer Smith, NSOEA 
merchandising manager, 740 Investment Building, Washington 5, D. C. 

CLAUDE H. Frost, JR., stationery buyer of Hens & Kelly, Inc., Buffalo, N 
Y., and Miss ANN DuBak, assistant stationery buyer for J. L. Hudson Co., Detroit 
have been announced as savings bond winners in a rubber band guessing contest 
by the Arrow Rubber Corp. at the George $. Heineman exhibit of the New 
York Stationery Show. 

* * 

A three-day office furniture retailing conference will be held at Grossinger’s, 
Grossinger, N. Y., Nov. 9-11, a project jointly sponsored by two area groups 
of the National Office Furniture Assn. (NOFA), the New England Area Con- 
ference and the Metropolitan New York Area Conference headed by CHARLES M. 
NATHAN. Nathan said the Sunday-Monday-Tuesday program is expected to attract 
more than 100 delegates and that a special invitation is being sent to NOFA 
members in Philadelphia and Southern New Jersey. There will be three major 
speakers, a workshop seminar, a golf tournament and special ladies’ activities. 

x 

NOFA’s Chicago chapter met the last week in June to discuss plans for a 
“Better Offices Week”. The joint promotion by Chicago dealers is tentatively 
set for early fall, according to MeL Liss of Polk Brothers, the group's public 
relations director. 

* 

A fully equipped business office of 1908 is being set up for the National 
Business Show to be held Oct. 20-24 at the New York Coliseum. It will include a 
planetary pencil pointer, a mimeograph typewriter, a Model I Addressograph, a 
“waffle iron” Multigraph and other turn-of-the-century items. 

* x 

Farnham Stationery & School Supply Co., operating three stores in the 
Twin Cities in Minnesota and planning five additional ones, has promoted three 
officials. CLARENCE BENSON, former vice president in charge of the stationery 
department, was named executive vice president. DeLverT W. DEMING, former 
merchandising manager, replaces Benson as stationery head. CLARK BrIGGs, for- 
mer furniture department manager, was advanced to vice president of office fur- 
niture and contracts. 

* * 

The 1959 trade exhibit of the Wholesale Stationers’ Assn. will be held 

March 2, 3 and 4 next year and will be known as “School & Art Supplies, Sta- 
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tioner & Sundries Show,’ an international exhibit exclusively for wholesalers. 


be many more exhibits than there were WSA hopes to double both the exhibitors and attendance at the show. 


last year and that an additional exhibit 
area had to be arranged. 
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to double your money! 


Attractive invitations 
decorated on the inside, too. a Gg: 
10 notes and matching envelopes. 


One of the Fine Writing Papers 
that Create an Impression 


/> Montag Bros. Inc. 
Atlanta, Georgia 


- - - for more details circle 136 on last page 
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Heads San Diego Branch 
of Stationers Corporation 


Thomas H. Dan- 
iels has been ap- 
pointed general 
manager of the San 
Diego Branch of 
Stationers Corpora- 
tion, the largest sta- 
tionery and printing 
organization in 
Southern California. 
Formerly a represen- 
tative for All-Steel 
Equipment, Inc., 
Mr. Daniels is familiar with many lines of 
office furniture and supplies. He previously 
was with the tape sales department of Min- 
nesota Mining and Manufacturing Co. 


Daniels 


Leather Goods Show Set 


Close to 150 exhibitors will be show- 
ing their wares at the Luggage, Leather 
Goods and Accessories Show, July 27-31 in 
the New York Trade Show Building. It 
is sponsored by the Luggage and Leather 
Goods Manufacturers of America, Inc., an 
association which held its 20th anniversary 
convention this spring at the Sagamore 
Hotel, Lake George, N. Y. Irving Diamond 
was elected president. 


ax 


| rrett 


Member of CED Board 


James V. Carmichael, president, Scripto, 
Inc., Atlanta, Ga., is one of 16 prominent 
business leaders recently elected to mem- 
bership on the 150-man board of trustees 
of the Committee for Economic Develop- 
ment. The group is a non-profit, non- 
partisan organization of businessmen and 
educators who engage in research on na- 
tional economic problems. 


Entries Invited For 
Brand Name Contest 

The eleventh annual “Brand Name Re- 
tailer-of-the-Year’’ competition, sponsored 
by Brand Names Foundation and covering 
26 retail classifications, has been announc- 
ed. 

Office equipment and stationery dealers 
with a year-round program of advertising, 
promotion and sales training for advertised 
brand names have been invited to fill 
out a simple entry form, available from 
Fred B. Newell, Jr., Director of Retail 
Relations, Brand Names Foundation, Inc., 
437 Fifth Ave., New York City, 16. 

Dealers who are interested and qualified 
have been urged to enter early because 
the Foundation sends a continuing flow 
of helpful and informative suggestions to 
those who enter. 

Awards for the current competition, to 
be judged by a panel of previous winners, 
will be presented at the Waldorf-Astoria 
next April. 


PLASTIC TABLE COVER 


om POPULARITY SCORES 


You like it -- we like it -- everybody 
likes it -- and greater volume produc- 
tion makes it available now at a 


NEW LOW PRICE. 


Same fine quality Monsanto Ultron, 
same gift appeal, with a terrific boost 
in sales value! An ideal party, host- 
ess, or Christmas gift at 


Empire State Building, New York |, N. Y. 

32 East Union Street, Pasadena, California 

1519A Merchandise Mart, Chicago, Illinois 

Alfred A. West, 105 Merchandise Mart, Dallas, Texas 
also at the Los Angeles, Atlanta, New York, Dallas and Boston Gift Shows 


- = = for more details circle 159 on last page 
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Big Demand Reported 
For Reconditioned Equipment 

“We feel we can do a lot of good fo, 
dealers who are looking for reconditioned 
office equipment,” reports Maurice Kressip, 
“as the demand for this type of mer. 
chandise is greater today than at any time 
in history.’ 

Mr. Kressin is general manager of the 
Manhattan Office Equipment Co., 639 New 
York Ave., N. W., Washington, D. C. The 
firm has been selling used office furniture 
to dealers in carload and _less-than-car. 
load lots for the past 14 years. It maintains 
five warehouses in the Washington area 
and show rooms at 1101 7th St. N. W, 

Agents have been set up in larger cities 
for the purchase of trade-ins on large 
installations. 

Prices in the company’s catalog and 
price list include crating for shipment 


Scholarship Contest 


A Scholarship Contest has been announc- 
ed by Permacel-LePage’s, Inc., to help 
retailers boost volume and profits on. the 
firm's new line of cellophane tapes and 
other home and school adhesives. A floor 
stand merchandiser contains entry blanks 
on which contestants tell in 25 words or 
less why they believe a college education 
is important. Prizes include $5,000, $2,500 
and $1,000 scholarships and one hundred 
portable typewriters. 


A GRAND SLAM 


3.95 retail 
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a cA Here’s brand new, substantial sales-lifter! Original, useful, at- 
er of the OLE tractive, for holiday gift-business and year-round selling! For 
639 New i CLs big Fall sales to high school and college students too, for use in 
. C. The _ Me gen English courses, typing, and now-emphasized Math. and Science studies. 

urniture 


s-than-car COMPLETE SET IN ATTRACTIVE, 
Maintains 


gton TRANSPARENT-PLASTIC CASE. 
NO. 800 JET TRIO, Complete with SELL JETS IN SETS! 


rger cities 1 No. 827 Jet, gray rubber core, for erasing ink and typewriting. 

on large 1 No. 838 Ball Point Jet, geen rubber core, for erasing writing in ball 
point ink and lead, and India Ink. 

alog and 1 No. 825 Jet, red rubber core, for pencil erasing and cleaning. 


shipment 1 Refill in each of the three textures. 


Handy cylindrical eraser in transparent plastic holder with pocket clip. 
Holder tip unscrews so eraser may be moved outward. Not a mechanical 


sadget. Nothing to get out of order! 


to help 

ONE OF THE THREE! 

ie flag If This No. 838 Ball Point Jet is one of the 

» hae three numbers contained in the No. 800 

ry ann case, along with refill. Jet Erasers Nos. 

words or 827, 838 and 825, and refills that bring mr 

education profitable repeat business also available in WELDON ROBERTS RUBBER CO. 

10, $2,500 dozen packings and on se'f-selling display 365 Sixth Avenue, Newark 7, N. J. 

> hundred cards. World’s Foremost Eraser Specialists 
- - = for more details. circle 146 on last page 


Correct Mistakes in Any Language 


Ms, and. Mas. Eedvard ¥. Sarmon 


VENETIAN 


FLORENTINE 


CH. and Hes. Wiha mR. Benn ng 


FLEMISH 
GR 
NM. and Mes. Vloy Yard 


RIVIERA 


Mr and Wtrs. Arthur R. Broderick 


FLORIDIAN 
Mr. and Mrs. George R. Werylord 


let a pretty face stimulate sales for you! ee 


BASQUE 


Mr. and Airs. Thomas Barry Nichols 


LONDON TEXT 


from the Flower Wedding Line... a 
popular faces o | 


_ l@ joined letters in exclusive new scripts! i new effects with superimposed and angled letters! 
_ lM sharper, more legible letters! r craftsmanship 2 an amazingly low price! 


selection of all the most asked-for styles! Postpaid shipment within 
address your request on your business letterhead to: 


REGENCY THERMOGRAPHER Wen 


- - = for more details circle 145 on last page 
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New System of Air 
Shipments Announced 

ParcelAir, a new method of shipping 
by air, has been inaugurated to meet 
the demand for fast and economical trans- 
portation of materials in the stationery 
field and others. The new service, a sub- 
sidiary of American Shippers, Inc., offers 
one to three-day delivery to any town in 
the country at rates comparable to  sur- 
face transportation. 


Rush shipments have included type- 
writers, adding machines, stationery, cata- 
logs, pens, pencils, inks, erasers, manuals, 
trade literature and sales aids. 

ParcelAir combines swift air transporta- 
tion with truck or parcel post delivery, 
handling packages of any dimension up to 
{0 pounds each. 

The new service uses its own stamps in 
denominations of 5 cents, 25 cents and 
$1 to prepay and predetermine delivery 
charges, eliminating waybills, auditing and 
delays in billing. A chart provided each 
shipper lists state-to-state rates, rather than 


RNITURE 


do this and save 


Specify shipments UNCRATED via North 
American, Uncrated Service padded vans. 


Factory door to your own or customer's 


door. It’s quicker, safer, less costly. 


orth ineri aI 


VAN LINES, Inc. 


e CRATE MATERIAL & LABOR 


EXCESS SHIPPING WEIGHT 
¢ TRANSFER & STORAGE 
* DAMAGE CLAIM WORK 


Mail Coupon for Facts and Case Histories About Uncrated Shipping 


North American Van Lines, Inc. 
WORLD HEADQUARTERS °* 


LAND, SEA, AIR 
FORT WAYNE, INDIANA 


NAME 
ADDRESS 
CITY STATE 
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zone rates, with the costs of shipping 
the same to any locality within the state 
Preparation of a single shipper’s manifest 
which accommodates up to 20 separate 
shipments, is the only record required, 

Al Krause, president of American Ship. 
pers, Inc., announced that ParcelAir servic 
began simultaneously this spring in Ney 
York, Boston, Chicago and Los Angeles 
A San Francisco office was opened several 
weeks later and other terminal points were 
slated to open soon. 


Dallas Dealers to Host 
Texas OMDA Picnic 

Any member of the National Office 
Machine Dealers Assn. (NOMDA) who 
happens to be in or near Dallas Aug. 9 
is invited to attend a Texas barbecue, with 
dancing, drinks and games for all. 

The Dallas OMDA will be host for a 
picnic of Texas Office Machine Dealers 
Assn. members at 6 p.m. at Lemmon Lake, 
Dallas. Directors of the Texas group and 
the Dallas group will hold meetings in 
conjunction with the picnic. 

Persons who plan to attend should con. 
tact Mrs. Frances A. Campbell, secretary 
of the Dallas local, at 413 N. Akard $t, 
Dallas, Tex. 


Esterbrook Contest 
Timed to School Opening 

Consumers and members of the trade 
both will have an opportunity to win 4 
two-week Jet Clipper trip to Europe ina 
“School Days Contest’’ announced by Ester. 
brook Pen Co. 

Grand prize in the consumer division 
will be a trip for four. To enter, a cus- 
tomer will have to obtain an entry blank 
from a dealer’s store and at the same 
time purchase an Esterbrook pen, pencil, 
point or refill. The contest involves com- 
pleting in 25 words or less the statement, 
“I like to write with an Esterbrook pen 
because . . ."" Each entry must be signed 
by a sales clerk. 

Top prize for distributor personnel will 
be a similar trip for two. Entrants in this 
division will have to tell in 25 words 
or less why they like to sell or cart 
the Esterbrook line. 

Entrants who place below the grand 
prize winners will be eligible for 3% 
other prizes. 


80 at NOFA Meeting 


Some 80 office furniture dealers and 
manufacturers attended a Northern Ohio 
Area NOFA Conference in May, accord 
ing to Chairman Clark W. Knierman, Ohio 
Desk Co. Speakers included L. R. Adding 
ton, vice president and general manager of 
Art Metal Construction Co., and C. L 
Pettibone, president of B. L. Marble Chait 
Co. Other features of the two-day program 
were a panel discussion on “How t0 
Sell in a Competitive Market,’ a training 
film on “Opening the Sale,” a talk by 
a General Electric office lighting special 
ist, and information on “Selling by Design’ 
from Miss Anne Marin, decorator for John 
A. Colby & Sons, Chicago. 
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Open House Combined 
With 30th Anniversary 


Open house in a new store and a 30th 
anniversary celebration were combined in 
one gala event at Serr’s Stationery, 208 
East State, Redlands, Calif. 


The store was established in 1928 when 
Ed J. Serr purchased the commercial sec- 
tion of the Tucker Book Store. Business 
grew rapidly and finally, with two stores 


Serr's up-front check-out unit is in the front 
center of the new store, adjacent to the 
greeting cards, party goods and stationery 
departments. Leather goods and pen and 
pencil cases surround the check-out. 


New steel self-selection equipment at Serr's 
offers great flexibility to display every type 
of merchandise and permits easy customer 
selection. 


in operation and another expansion nec- 
essary, Mr. Serr decided to combine both 
operations into one new 40 x 110 foot 
cinder block structure. 

The new office and employee 
lounge occupy the second floor, with the 
main floor and basement devoted to sell- 
ing. Floor to ceiling show windows afford 
a full view of the store’s attractive in- 
terior, which is entirely air-conditioned. 

In addition to the main entrance, there 
is a convenient rear entrance near a cus- 
tomer parking lot and also a rear de- 
livery entrance to the basement stock rooms. 


store’s 


Control stations and wrap counters age 
located next to both entrances. 

Fast moving merchandise is stocked im 
mediately behind the wall units on each 
side of the store. A typewriter repai 
shop is located at the rear and office 
furniture and equipment are dis 
played in model offices in the basement, 

Serr's employs 14 persons in additiog 
to the partners, 

—Photos courtesy The Bulman Co, 


New Rate Charts Needed 
On U. S. Postal Scales 


A king-sized problem was created for 
makers of postal scales when Congress 
passed and President Eisenhower signed 
into law the bill making new, higher rates 
effective soon for mail. 

Millions of charts, used to compute 
the cost of mailing packages and letters, 
became obsolete at the stroke of a pen. 

The Scale Manufacturers Assn. says 
charts are an item of negligible profit 
for scale makers, but the industry is rush- 
ing the gigantic replacement effort as a 
public service to users of postal scales, 
With new charts, postal scales now in 
use can be made serviceable under the 
new laws. 

The scale industry offers this word of 
advice to postal scale users: have the 
scales checked for accuracy at the time 
the new charts are installed. 


BLAKESLEE 


TRAOE 


New travel Spelling-Bee 


Sure-fire 


Quicker! 


Can 


Pocket! 


wholesaler or write 


each paid 
Wholesale 


Splits Cases and Cuts 
Off Tops Cleaner and 


* ideal for Making 
Carton Displays 


Be Carried in 


| Kutto is the handiest tool ever made for the receiving and shipping 
| room. Made of heavy quality steel, it will stand a life-time of hard use. 
Kutto is now available to you for re-sale purposes . . 


us. 
Retail Price, 1 Kutto with blade and 5 extra blades in handle... . 


THE HANDIEST 
| CARTON CUTTER MADE 


. contact your 
Postpaid 


$1.25 


. 1 Dozen or more $10.00 per doz. f.o.b. Chicago. 


@ CUT STRING, 
TWINE OR ROPE 


that’s sure to start a Selling-Spree 


Here’s the newest Blakeslee travel game that 
takes crosswords to the crossroads and pro- 
vides hours of intellectual fun for teen-age 
and adult travelers. Self-mailing package adds 


log 


C. SCOTT BLAKESLEE & ASSOCIATES © Travel Game Publishers 


BOX 174 


GRAND RAPIDS, MICHIGAN 
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structed of heavy steel and is plated to prevent rusting. Retail price, 
each $1.25 


Snippo is the safest string cutter on the market ... it has no 
exposed blade and it is impossible to cut one’s self. Sturdily con- 


WHOLESALE PRICES, F.O.B. CHICAGO 


1 dozen or more, with 5 extra blades, per GOZEM ............c.csecsesessesesesees $9.00 
2 dozen or more, with 5 extra blades, per dozen 8.50 
3 dozen or more, with 5 extra blades, per dozen 8.00 


Manufacturers of Precision Cutting Tools 
Write for Circulars 


MODERN SPECIALTIES COMPANY 


4301 W. Ogden Ave. Dept. MS. Chicago 23, Ill. 
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WHAT’S NEW? 
in leatherette craftsmanship. . 


RAYMOND LOEWY 


‘es $0 CA A 
the leader in modern design 


for new sales... greater profits! 


THE Plumelte LINE 


The S. K. Smith Company reaches a new milestone in 
leatherette craftsmanship by offering the reknown design 
talent of Raymond Loewy associates in the new beautiful 
Plumette line of desk and home accessories. New gold 
sculptured effect — new decorator colors — new unique 
items mean greater “across the counter” sales and profits 
than ever before. Write for complete catalog. 


THE S.K. SMITH COMPAN 


a 2857 NORTH WESTERN AVENUE CHICAGO 1 iat 
; Showrooms. 225 Fifth Ave., N.Y. ) Mdse. Mart, 


MARKING DEVICES 


vr 


>, 


Any Other Brand 


SOLD ONLY THROUGH DEALERS 


ry. 


LOUIS MELIND COMPANY e@ Sean NORTH CLARK STREET @ CHICAGO 13 
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Buyers of stationery from all parts of 
the United States, and from Canada, flock- 
ed to the New York Stationery Show, 
held at the Hotel New Yorker May 18- 
23. 

An estimated 4,300 people attended the 
show, visiting the displays set up by al- 
most 500 different manufacturers of social 
stationery lines and related lines. The ex- 
hibit occupied seven floors of the hotel. 

The committee for the twelfth annual 
show was headed by Mrs. Tessie Gold- 
water, William E. Little and Robert I. 


Carman. 


Mrs. Tessie Goldwater, stationery buyer fy , 


the May Co., Los Angeles, and honoray 
chairman of the 1958 New York Stationey { 


Miss M. LaBelle, T. Eaton Co., Montreal, 
goes over pen line with W. P. Hancock and 
T. R. Dungey, Esterbrook Pen Co. 


Show, receives a rose from Chicago Printed 
String's Tie-Tie Rose Maiden. 


< 


Alan Freedman, left, vice president in charge 
of sales for Ketcham & McDougall, pause ff 


for a picture while showing products to B. | 
Simon of Davison Paxon, Atlanta, and Frank 
DiGrazia of Macy's, San Francisco. \ 

~ 


Herbert Fritts, sales manager for E. Errett 
Smith Co., shows a new counter display to 
R. M. Rasmussen, Marshall Field, Chicago. 


NOW! NEW LOW PRICE on 


FLEXO-SPACE Self-Service Island 


ANNOUNCING ovr 
New low prices on 
FLEXO - SPACE Self - 
Service Islands. Here 
is your opportunity 
to follow the trend 
of thousands of ag- 
gressive merchants 
like yourself and 
modernize your store 
with Self - Service 
fixtures. Do it with 
FLEXO - SPACE at a 
savings of 50% 
over competitive Is- 
lands. FLEXO-SPACE 
gives you Self-Serv- 
ice, Mass Display 
and 300% more 
Selling Space than 
one flat-type counter. Yes, in only 1121/2. Sq. Ft. of floor 
area you get 50 Sq. Ft. of selling space. Raise or lower 
i the middle shelves every 2” within 15 adjustments. FLEXO- 
SPACE is a complete Island! Your customers shop on 4 
i sides from 5 large Self-Service shelves. The time-saving 
and money-making advantages of FLEXO-SPACE have been 


| “Tested and Proved’’ by thousands of retail merchants. 
1 New amazingly low prices on FLEXO-SPACE at almost 50% 
| less than you expect to pay. Without obligation write for 
\ FREE catalog on FLEXO-SPACE and other Self-Service fix- 
tures. Do it now — Today! 


Mfrs. write for special extra low prices. 


ADD SALES COMPANY 


829 York Street Manitowoc, Wisconsin 
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DUPLISTICKER,, \aveis for typewriter 


and mimeograph. Choice of 24 or 33 


addressing labels to each sheet, finest 


gummed stock. 24-on sheets, 500 to a 
box, 33-on sheets, 25, 100 and 500 
sheet lots. 


DUPLISNAP,, carbon-interleaved labels. 
Made in sets of 2, 3, 4, 5 and 6 sheets, 
33 labels to each sheet, interleaved with 
smudge-resistant carbon. For use with 
typewriter. 


DUPLIQUIK, labels, special stock. for 
use with “Spirit” or “Liquid” process 
duplicating machines. Can also be used 
with typewriter. 33 labels on a sheet, 
packaged 100 and 500 sheets; 42 labels 
on a sheet, packaged 500 sheets. 


@® Reg. T.M.—U.S. & Canada 


EUREKA SPECIALTY 
PRINTING COMPANY 


Dept. SO - Scranton, Pa. 
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OLD ENOUGH TO KNOW HOW 
... YOUNG ENOUGH TO TRY IT!/* 


“Old enough to know how to build the most practical 
drafting tables.... 

Young enough to introduce the latest functional innovations 
in drafting room furniture. 


No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 


No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 


WOOD SPECIALTIES, INC. 

71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 


*ANCO never deviates from its strict policy 
of selling through dealers only. 
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A four-part program by the “men from 
Washington,” NSOEA’s headquarters, pro- 
vided the solid base for a series of well 
attended and successful meetings held this 
spring in the 14 regions of the National 
Stationery and Office Equipment Assn. 

Regional committees filled in the two 
and three-day sessions with their own 
speakers, entertainment and recreation. 

A headline attraction at all meetings 
was the statistical slide presentation by 
Dr. Ralph D. Cies, president of his own 


Research director Dr. Ralph Cies gave his 
fact-crammed presentation on ‘Manage- 
ment for Profit’ at all the regionals. 


NSOEA Regionals Well Attended 


Compare Bergstrom’s ODIN — 


mimeo finish, smooth finish 


or bond finish — 

for brightness, uniformity, 
opacity, printability! 

You can pay more for 
office printing papers 

but you can’t buy better 


quality — better printing 


results. Sized for pen and 


ink. Write for samples and 


name of nearest distributor. 


BerestTrRrom 
PAPER COMPANY 
NEENAH, WISCONSIN 

FOUNDED 1904 


TRY Berastrom 


OFFICE PRINTING PAPERS 
... the BEST you've ever used! 


management consultant firm and research 
director for NSOEA for the past eight 
years. 

Manpower costs, inventory problems and 
financing methods were discussed in detail 
by Dr. Cies, frequently with audience par- 
ticipation by dealers. Anonymous case _his- 
tories and industry-wide averages were 


“Big Three'’ huddle at the District 10 meet- 
ing includes national officers, left to right, 
William R. Diehl, Jr., president, Pau! Burbank, 
executive vice president, and Edwin H. 
Mosler, Jr., vice president, manufacturer's 
division. 


given to help dealers solve their biggest 


problem — how to operate at a profit. 
William 


R. Diehl, Jr., president of 
NSOEA, gave an inspirational talk at each 
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You do the billing—we do the rest. We will drop ship in your 
name using your labels if you desire. We can put your decals 
on our products; just send them in with your order. Ours is 
the highest quality equipment available of this type. You 
will be proud to have your name on it as many dealers have 
over the last 17 years. 


WRITE TODAY FOR OUR CATALOG 


BAY PRODUCTS INC. 


MODERN STATIONER, AUGUST, 


It was front and center at the District ¢ 
banquet for Homer Lay, NSOEA manager, 
Art Finger, governor, and Mr. Diehl, no. 
tional president. 


of the meetings, stressing the need for 
product knowledge, customer knowledge 
and management know-how if stationes 
are to reach their potential. 

A modern approach to safe selling, ip 
which dealers sell more than protection 
was described by Edwin H. Mosler, Jr. 
vice president of the NSOEA manufactur 
division. Too many salesman, Mr 
Mosler said, forget that a safe is also a 
piece of office furniture. 

Paul Burbank, NSOEA general man 
ager, sparked a fourth part of the busi 
ness program at many of the regionals 
after replacing Dr. William H. Harris, 
University of Georgia, on the official 
program. Mr. Burbank conducted a lively 
seminar that brought out many new ideas 
on the selection of salesmen, sales  train- 


IMMEDIATE SHIPMENT 


CARTS 
DRAWER UNITS 
6 
PARTS BINS 
e 
SHELVING 
TOTE BOXES 


TOOL STORAGE 
UNITS 


1577 W. INDIANA AVE., PHILA. 32, PA. 
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set for individual use and office standardization. Available 
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JNITS Gummed Reinforcements 
NS Index Divider Sets 
Transparent Index Tabs 
IG Cloth Index Tabs 
Gummed Labels, Stars 
XES Dots, Lettersets 
PRES-a-ply Labels 
RAGE Paper Fasteners 
} Mending Tape 
Scotch Tape 
— Crepe Paper 
r decals Crepe Streamers 
Ours is 
e. You Gummed Crepe Paper 
The thing that’s farthest from his mind | 
Decorative Seals and Cut-outs 
should be uppermost in yours q Craft and Decorating Idea Books 
* 
Stock and display Dennison School Supplies. QRVWNIAOW 
- om They mean steady sales and steady profits. FRAMINGHAM, MASSACHUSETTS 
oT, 1958 
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ing, sales management and the aiding of 
salesmen through advertising and display. 
At earlier meetings, Dr. Harris presented 
a “basis for a creative selling plan.” 

A report on coming NSOEA activities 
was given at some of the meetings by 
Homer Lay, association manager. He told 
of plans for a sales management course, 
the growth of group life insurance cover- 
age over the $20 million mark, the pos- 
sibility of a major-medical health insurance 
plan and the expanded and revised national 
convention. 


“Bullfighter" Del Deming, stationery depart- 
ment head at Farnham's, Minneapolis, col- 
lects his prize as the best dressed man at 
Lucky 7's fiesta. 


Gene Calkins takes the floor after his elec- 
tion as governor of District 10. At left is re- 
tiring governor, Bill Kistler, and at right is 
the new lieutenant governor, Al Bachman, 
Greeley, Colo. 


Earlier issues reported on the first three 
meetings in Districts 5, 9, and 4. In the 
order in which they were held, here are 
reports from other regional meetings. 

District 14 — Carl G. Grimes, Jr. 
Grimes-Stassforth Stationery Co., Los 
Angeles, was elected governor during a 
sunny session at the Hotel Westward Ho, 
Phoenix, Ariz. He succeeds John Wikle, 
Wikle’s Stationers, Phoenix. A_ highlight 
of the convention was a Western Barbecue 
put on by the Golden State Travelers. 

District 11 This meeting at Sun Val- 
ley, Idaho, saw the election of Robert 
Gibb, Associated Stationers, Inc., Seattle, 
to succeed Jim Kalbus, Kalbus Office 
Supply, Nampa, Idaho, as governor. Ken- 


neth S. Sutherland, Portland, Ore., is ney 
president of the Oregon Trail Traveler 
A talk by Kenneth N. Brown of Corrick’s 
Santa Rosa, Calif., augmented the 1eguly 
seminar program. 

District 12 — Elected governor at th 
Yosemite meeting was W. E. “Bill” Mop 
ris, Morris Brothers, Stockton, Calif, 
succeeds Al J. Furrer of Furrer’s, 
mond, Calif. New president of the 49ers 
Travelers Club is Elgin J. Burke, Sap 
Leandro, Calif. An addition to the program 


Mrs. Gloree Whitehill, Marshall Office Supply, 
Marshalltown, lowa, won an eight-day vaco 
tion for two in Mexico at the District 7 
meeting. Presenting the airline tickets is the 
Mexican consul for Minnesota. 


take the 


for profits ! 


AQUABEE 
Trademark of America’s most complete 
line of quality Drawing Papers! 
e Drawing Papers 
e Watercolor Papers e White and Colored 


e “Canvaskin” Charcoal Papers 
In Rolls, Sheets, Wire Bound Books 


e Tracing Papers 


American Watercolor Society 
Handmade Watercolor Papers. 


Endorsed by famous 
watercolor artists! Also 
available in a Student Grade. 


PASSAIC, NEW JERSI 
“The Home of Artists’ Papers” | 
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00 EIGHTH STREET 


COMPLETELY REVOLUTIONARY 


WE DON’T MEAN JUST “NEW”! 


justing handle, 

Exclusive Design. 

Noe 1. but 2 

QUALITY LOCKS 


electronically weld- 
ed to case. 


Double 
bottom. 


reinforced 


Full 2” expansion. 


Legal size, 15-1/2” 
x 11-1/2”. 


EXPAND-A-LOPE 


Low-priced Quality Briefcase with 2" Expanding Gusset 
Forget all previous concepts of briefcase value, appearance, 
wear. Angler's, originators of quality Vinyl briefcases, gives 
you EXPAND-A-LOPE. Low Priced, yet obsoletes any like- 
appearing item selling up to $20. Heavy 45 gauge Buffalo 
grain. 1-piece virgin Vinyl. No “faking” with cardboard. 
No skimping. Electronically welded seams, locks and handle. 
Definitely not cheap, chain store or imported “bargain” met- 
chandise. 

#73 EXPAND-A-LOPE with smart new all Vinyl, steel 
reinforced handle guaranteed never to pull off. Exclusive 
feature allows automatic adjustment in use. Handle lies flat 
when used as an under arm case. 

LEGAL SIZE: 15% inch x 11% inch; legal file folder enclosed. 
DEALERS NET: #73, $21.60 dz.; #72 (without handle) $18.00 dz. 
QUANTITY DISCOUNTS: 5% on 6 doz.; 10% on 12 doz. 
COLORS: Seal Brown, Jet Black, Luggage Tan. 

SHIPPING WEIGHT: #72—16 lbs. per dz. #73—19 Ibs. per dz. 
PACKING: #72 & #73—1 doz. in display box. Asstd. colors. 
Order a Trial Dozen today — See Your Jobber or Write 


ANGLER’S CO. Flushing 58, New York 


BOOTH 167, NSOEA Convention, Chicago 
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Unsurpassed for design, color 
and sales appeal... . 


They set a "NEW STANDARD" 
in Christmas Cards. 


SILENT NIGHT 
RELIGIOUS 
COLLECTION 


A magnificent group of 
Religious type cards 
each unequalled for 
authenticity, magnifi- 
cent color, original de- 
sign and verse. 


NEWBURY GUILD 
COLLECTION 


A general group of out- 
standing cards guaran- 
teed to satisfy the most 
discriminating taste. 
Truly a rare combina- 
tion of design, color 
and quality. 


ATTENTION 


Printers and Distributors: 
Write for complete informa- 
tion about the ‘Classical 
Collection’’. 


tend Remember -- 


Newbury Guild Cards are available from our 
REGIONAL PRINTING PLANTS assuring you 
immediate personalization and delivery on a 
24 hour service basis. 


PLANTS ARE LOCATED IN THESE CITIES 


* Boston New York Washington, D.C. * Miami 
* Dallas - Los Angeles * Charlotte, N.C. 


SEE US AT THE STATIONERY SHOW 
HOTEL NEW YORKER, ROOM 920 


bury 


400 NEWBURY STREET - BOSTON, MASSACHUSETTS 


* Chicago 
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MANUAL 
TYPEWRITERS 


ELECTRIC e 
TYPEWRITERS 


PORTABLE e 
TYPEWRITERS 


ADDING 
MACHINES 


CALCULATORS 
CHECKWRITERS 


Of continental fame... 
MONTANA PORTABLE... 


a standard size lightweight 
portable, in solid steel 


standard American 


keyboard. Amazingly 
light touch. Carrying 


Case weighs less 


_ than 10 Ibs. Appeals 


to students, profes- 
sional men, the ¢ 
home, and as an 
extra machine in the office. Low in price, yet high 
in quality. Unconditionally guaranteed. Choice of 
colors, Grey or Green. Standard type style, $69.50 
Plus $3.50 Fed. Excise Tax 


Full size, office type CHECKWRITER . . . 


prints and perforates, game 
with a capacity of 2 
$9,999.99, and sells 
for less than one-half 
the price of other 
checkwriters. You get 
prestige of a printed 
check plus protection. 
Chrome plated, deeply 
etched number plate. 

Easy grip, single 
moulded handle, with adjustable check guide 
stop. A Checkwriter all can afford . . . in the 
office, retail store, professional man and in the 
home. Unconditionally guaranteed 1 year. Choice 
of decorator colors, Grey, Green and Tan. $49.50 
xclusive franchises open. Write for full literature. 


“World's largest rebuilders of office machi 
SUPERIOR TYPEWRITER | 
2 COMPANY, IN 

34 Hubert Street, New York 13, N. Y. 
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here was a talk by the sales manager of 
the Kawneer Co. 

District 10 Gene Calkins, New Mex- 
ico School Supply Co., Albuquerque, N. 
M., was elected to succeed retiring gover- 
nor William Kistler, Kistler’s, Denver. 
Carvel McWilliams, acting president, was 
elected to his first full term as president 
of the Rocky Mountain Travelers Club. 
Dealer salesmen were invited to a Saturday 
morning sales rally which was held in 
conjunction with the convention at Den- 
ver's Cosmopolitan Hotel. 

District 8 — A resort meeting at West- 
ern Hills Lodge, Wagoner, Okla., saw the 
election of Jack W. Coleman, Coleman 
Office Supply Co., Wichita, Kans., to suc- 
ceed Louis Blair, Blair Office Supply Co., 
St. Louis, Mo., as governor. New presi- 


dent of the Midwest Travelers Club is 


Howard Schaub, new governor, and George 
McPheeter go over District 7 program. 


Clint J. Cooper. A series of entertaining 
and educational skits by dealers and travel- 
ers was part of the program. 

District 6 Bob Hedberg, Hedberg 
Office Equipment Co., Moline, IIl., was 
elected governor at Nippersink Manor, 
Wis., succeeding Art Finger of S. J. Olsen 
Co., Milwaukee. Bill Miller was re-elected 
president of the Great Lakes Travelers 
Club. Ed A. Napp, Napp Office & School 
Supply, Manitowoc, Wis., served as gen- 


Happy group at Nippersink Manor includes, 


lefi to right, Bob Hedberg, new District 6 
governor, Mrs. Hedberg, Ed Napp, general 
chairman, Mrs. Art Finger, Mrs. Napp, and Art 
Finger, retiring governor. 


eral chairman of the convention and took 
part in the program with a luncheon talk 
on “Personal Animation in Business.” 
District 7 Howard O. Schaub, 
Schaub Office Supply Co., Minneapolis, 
was elected governor to succeed Robert 
K. Brown, Koch Brothers, Des Moines, 
at the Lucky 7 meeting in Minneapolis. L. 


Rocky Mountain Travelers elected, left to 
right, Lloyd B. Johnson, first vice presi. 
dent; Glen G. Barklay, treasurer; Richard 
W. Sheble, second vice president; George £ 
White, secretary; and Carvel McWilliams, 
president. 


E. (Larry) Johnson was named president 
of the Northwest Travelers Club. A Mex. 
ican Fiesta costume ball highlighted the 
entertainment. 


chairman of the 


Earl Collins, left, vice 
NSOEA field division, joins Northwest Travel- 
ers in his home region. With him are Char'es 


Cordray, Bill Carrol, Rev. C. H. (Jack) Berry, 
fh. W. (Bob) Vater, L. E. (Larry) Johnson 
and A. A. (Bud) Caruso. 


(Continued on page 62) 


) List prices range 
from $7.95 up. 


A NEW 64-page 
Globe and Outer 
Space Hand Book— 
also Satellite Orbit 
Meridians available. 


! New Cat. No. 68, 
July Ist, contains 
much that is entirely 
new. 


If not on our mailing 
list send for Cat. No. 


THE GEORGE F. CRAM CO. INC. 


E. Washington St., Indianapolis 7, Ind. 
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CRAM 
Double allen 
World GLOBE 


is now available in 6 models 


| 
| 
(Colonial 


These new ‘‘Masterpieces in Wax" 


ANOTHER IN CANDLELIGHT 


A NEW CONCEPT IN DECORATING 


are ideal when 

| used as a centerpiece or for other decorative effects. 
Available in metallic green, pink or gold cups — 

| six candles in handsome display package to retail 

at $1.00. 

} 


Write for complete catalog and price list. 


Colonial Candle Co. of Cape (od, Int 


Hyannis, Massachusetts 
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Add New Life 
to Your Profit Picture with 


/ 
TRA ARK 


Superior Products, More Attractively Packaged, 


Competitively Priced for Consumer 
Economy and Good Dealer Profits 


LOOSE LEAF SAVERS 


GUMMED CLOTH REINFORCEMENTS 


NOW ... packaged 150 per box 
for greater profit per sale, 
more convenient handling and storage. 


New, Improved 


ROLL LABELS 


With perfected perforation for 
smooth, easy detaching. 


NOW ... strikingly packaged in a newly designed 
box for quick 6-side recognition. Labels 

available in buff, salmon, green, blue, 

pink, white, canary. 


SUPERDEX 


Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N. Y. 
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“Quick Service’ Monogramming 


Christmas Cards Lead Pencils 

Writing Papers Fountain Pens 

Book Matches Playing Cards >» 
Paper Napkins Leather Goods f 


You can RENT a Kingsley 
Machine for only 21c a day! 


With a Kingsley Machine you can monogram 
the above gift items right in your own store! 


This Quick Service promotes extra gift sales 
...and brings in new customers who can’t get 
Quick Service elsewhere. 


Write for a free copy of “Ideas for Mono- 
grammed Sales Promotions,” and complete in- 
formation on our Rental Plan (only 2ic a day). 


KINGSLEY MACHINES © 


850 Cahuenga + Hollywood 38, Calif. 
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A Truly Functional Desk 


AND — How to win an office planning 


kit with one easy letter to WOFI 


This latest creation in genuine mahogany office fur 
niture comes from an unknown designer in Africa. Ac- 
cording to the Wood Office Furniture Institute (WOF1), 
this primitive arrangement should end the controversy 
among eggheads on the merits of a deskless office. Even 
our African brothers recognize the need for office furni- 
ture, however elementary. One disturbing question re- 
mains: what is our friend seated upon? Is this the chair- 
less office? WOFI is puzzled and wishes to offer a prize 
for the most satisfying explanation. To the winner will 
go a complete Office Planning Kit. Just clip the picture 
and address your explanation to wood Office Furniture 
Institute, 1414 Eye Street, N. W., Washington, D. C. 


WORDS OF WISDOM 


= ‘‘a woman’s GUESS 
IS MUCN MORE accuRAteE § 
than a man’s certainty” 


RUDYARD KIPLING 


Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 
paper for every office need! 


IT’S WISE 


TO SELL SPHINX 


SAXON 


PAPER CORPORATION 
240 West 18th Street * New York 11, N. Y. 
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A best-seller for its excellent quality 
Top styling, streamlined nose-piece 
dnd beautiful finish—together withthe 
interchangeable refill feature which 
means substantial savings to the cu 
tomer and repeat sales to the dedler 


—make the KOH-I-BALL a must on 


every buyer's list. 


(Refills 15¢ Each) 


RETAIL 49¢ EACH 


The popular double-ended KOH-I-BALL, with Red and Blue points 0 
opposite ends still only 49¢ each. 


Complete ronge of refills with color coded tips for quick identification includes: (1) & 
Writing (2) Fine Ball for Accounting (3) Blue-Black (4) Colors (5) Liquid Lead (6) Reprodut 


The Finest in Writing 
Instruments Since 1751 


KOH-I-NOOR PENCIL CO.® BLOOMSBURY, NEW JERSE! 


(Refills 15¢ Each) 


- - = for more details circle 130 on last page 


MODERN STATIONER, AUGUST, 1958 — MO! 


ad 
j 
r . 
f x mem, be 
dete 
| 
SeSeSeSe Se se Se Se SeSeSese Se SeSeSeSesy 
- ree 

| 
KOW-I-BALL “REPRODUCING: NO 3025 

| : 
RETAIL 29¢ EACH 
| 

! 

ie 


lent quality 

nose-piece 
ther withthe 
ature which 
s to the cur 
> the deoler 


a must on 


points ¢ 


Jes: (1) 
(6) Reproduci 


JERSEY 


last page 


1958 


Let Pictures Tell Your Sales Story cctipmest maf ran as seston 


ee you considered the use of a 
good camera as a valuable sales 
promotion tool ? 

More efficient advertising can re- 
sult from the efforts of a retailer 
who has his own equipment and 
doesn't have to rely on the advice 
of photographers who don’t know 
the industry as well as he does. He 
can make his own pictures for ad 
purposes, and make them the way he 
wants them. A picture which lacks 
professional composition may achieve 
greater prospect interest than one 
so perfect in all details that it seems 
false. 

Flaws in window displays can be 
noted more easily when a photo file 
is kept on hand for references. The 
results of specific promotions can 
be compared with the amount of win- 
dow space allowed to the items to 
determine how the window space 


SEE THE 


NALD 


MODERN STATIONER, AUGUST, 1958 


WRITS POR BEAUTIFUL VALID PROCESS COMPANY 
FREE COUNTER DISPLAY 800K 


a complete set of equipment can be 
gathered for about $150 if time is 


should be allotted in the future. taken to shop around for the best 

Seasonal layouts inside the store, deals on used equipment. 
such as Christmas and Easter eye- 
catchers, can be photographed and 
used for promotion in next year’s 
planning. 

One of the best advertising photos 
possible is to show the merchandise 
in the hands of your customers to 
demonstrate the many ways in which 
it can be put to use. Besides show- 
ing the various uses, the photo im- 
plies that the subject (usually some- 
one well-known in the community) 
is a satisfied customer. 

The retailer who decides he can 
afford a camera may look forward to 
increased sales if he is imaginative 
in its use. And not only can it boost 
sales, but it will probably pay for it- 
self within a year when no more bills 
from the commercial photographer so that | can't lose important papers 
are received. under it.” 


on™ 


FIRST 


Additional sales and increased profits 
are not enough... 


Not enough for us...and not enough 
for you. 


Keep a satisfied customer with “The 
Paper Trousseau Wedding Line”... the 
finest in Social Announcements. 


§0% Discount 
Shipped Prepaid 
Immediate Deliveries 


12 West 21st Street, New York 10. — 
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CHRISTMAS PRODUCTS . 


(Continued from page 26) 


Novelties 24 


Mottos to “fan the faltering neurosis” 
are available in a variety of new forms 
in additions to the Nebbish family by 
Bernad Creations, Ltd. In addition to 
waste baskets, statuettes, ash trays and 
framed prints, there are pencil holders, 


coasters, mugs, banks, paper weights, 
matches, gummed labels, boxed sta- 
tionery and jewelry. 

Portable Typewriter 25 


new lightweight portable 
Hermes typewriter with office ma- 
chine action will be introduced this 


fall by Paillard, Inc., U. S. dis- 
tributors of the Swiss-made line. 
The streamlined Hermes 3000, 


priced at $139.50, has a four-position 
mechanism, said to increase 
ribbon life 33 1/3 percent. Other & 
features are centralized top row pre of service hove, touch 
control located in front, a new system of automatic margin con- 
trol with visible red indicators, push-button carriage release 
and a large carriage return lever on a universal-type joint. 


Plaques 


A complete line of three-dj. 
mensional, multi-colored Christ. 
mas plaques has been announced 
by the J. B. Carroll Co. They 
consist of Santa Claus heads 
candles and a tree with carolers, 
Ranging in size from 14” to 2g” 
in diameter, the translucent pieces 
retail from $3.78 to $8.95. One 
circular plaque is surrounded by 
40 clips that hold and display 100 or more Christmas cards, 


Hobby Tools 

Three tool kits for hobby and 
craft enthusiasts are offered as 
Christmas gifts by The Griffin 
Manufacturing Co. A kit containing 
a precision made holder in aluminum 
with 10 different steel blades is 
made to retail for $3. 


27 


Desk Set Series 


28 


A new desk set series by Polar 
Manufacturing Co. features two top 
grain leathers and offers about 750 
color combinations from stock 
leathers. The line was introduced 
to office furniture dealers and decor. 
ators at the 1958 NOFA Exhibit. 


For ‘Fall and Christmas” Now! 


@ Your hunt for exciting holiday designs to increase paper party goods sales 
can begin—and end—right here! First see what Paper Art has in colorful, 
j tempting table combinations and ¢ 


Order Paper Art’s Catalog 
| 


Pp en- 
. just what you and your customers 


sembles . . 
like best! 


3500 North Arlington Avenue, Indianapolis 18, Indiana 


Please send 
(25 books in each). 


(J Send your new 1958 “Fall and Christmas” Catalog Supplement. 
Store Name. 
Address 


| : Paper Art Company, Inc. + 26 yrs. in America’s finest stores | 


unit(s) of the PARTY BOOK @ $3.25 per unit 


State 


CARBON PAPERS 
and TYPEWRITER RIBBONS 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 
customers. 
Easy-to-handle WRITE carbon papers | 
make more copies, make cleaner carbons, | 
and are more economical to use. | 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 

a long time, too. 

Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 


“When it’s WRITE it’s RIGHT.” | 
| 


Promptest deliveries, always. Send 
for samples and discounts today. 


— 


WRITE 420 Lexington Ave., New York 17, N. Y. 
INCORPORATED Factory: Bridgeport, Conn. 
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NEW CHRISTMAS CARD FASHIONS 


from NU-ART sell themselves! 

three-dj. 
| Christ. 


carolers, 
to 29” 
“nt pieces 
One 
unded by 


as cards, 
Fashions in Christmas cards change too...and the big sales makers this year are NU-ART 
cards with sparkling Nu-Decor decorated envelopes. Your customers will find what they 
want, beautifully displayed, in NU-ART DELUXE, CONTEMPORA, ETCHCRAFT and 
NATIVITY-ART albums. NU-ART'S distinctive all-new lines will suit every taste. Your 
customers will love the gay sprightly Nu-Decor envelopes... available at no extra cost 
with many NU-ART Christmas cards for 1958. Write for complete information. 


7 


by Polar 
; two top 
bout 750 
m stock 
introduced 
and decor. 
Exhibit. 


The newest and finest is from NU-ART, of course. 


NU-ART ENGRAVING COMPANY 


5823 N. Ravenswood Avenue, Chicago 26, Illinois 
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Retail BGS er. 


Display these eye-catching Kleencut merchandisers and 
watch ‘em make extra sales for you. Smartly designed, 
brightly colored, they offer guaranteed Kleencut merchan- 


dise at low prices everyone can afford. Cash in on proven A colorful red, blue, 


12 Kleencut Shopper Stoppers. Order from your distributor white, and black card 
or write to The Acme Shear Company. with 6 gleaming letter 
openers already mounted 
ssured and ready to sell. Fully 
RITE nickel plated forged steel 
ty and in popular stiletto style, 
light-weight, easy-to-use, 
your 
— every one inspected 
and approved. 
papers 
arbons, 
e clear- 
ind last No. 2901 
nd cus Retail 
s sales: 
Same forged steel letter 
79 opener as above, individ- 
‘ ually carded on descrip- 


FINE CUTTING QUALITY * DURABLE * ALL PURPOSE SHEARS 


No. 1011 Retail ea. 


17, N. YG The World’s Fastest Selling Shear Merchandiser! One dozen All-Putpose 
household shears mounted on attractive red, yellow, and black card for 


tive pre-priced card for 
fast self-service. 


World’s Largest 


count 6”: 6 8”. Gl ichel plated Manufacturer 
unter or wall. < rs 7”: irs 8”. Gleaming nic ate : : 

last page blades with black enameled handles." by THE ACME SHEAR CO. Bridgeport 1, Conn. of Scissors & Shears 

JST, 1958 
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CHRISTMAS PRODUCTS . 


Memo Set 29 
“Redi’’ Roll-Memo in _ five 
colors and hand bound with Leather- 
lex is offered by Redi-Record Prod- 
ucts Co. as an appropriate gift for 
the home or office. Retail price is 
$5 with pen and $4 without. The 
firm also has introduced a_ series 
of six novelty wall plaques and a 
do-it-yourself picture-framing kit. 


Coloring Set 30 


New Color-Vue pencils are fea- 
tured by Hassenfeld Bros., Inc., in 
their pencil craft, color-by-numbers 
sets. Pencil colors are visible and 
usuable to the last inch. Marine, 
animal and scenic sets retail at $2 
or $1 with a coded guide. 


Candle in Glass 31 


Candleart in glass, a new process of candle 
ornamentation, has been introduced by Em- 
kay Candle Co The candles are glass-enclosed 
and the designs appear on the glass itself, white 
ornamentation on either ruby or dark green. 
Seven-day lights measuring 9 inches high re- 
tail for $1.50. Wooden lighting tapers are at- 
tached. 


Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE 
METAL TAB 


Guide-O-folders increase the speed and accuracy of filing 
and finding. All weight of the folders and contents is sus- 
pended on the steel side frames, eliminating all the pull- 
ing and tugging usually encountered by file clerks in 
filing and finding. Made in 5 sizes—Letter, Legal, Invoice, 
X-ray and LO-FOLDERS for 5 drawer files. The adjust- 
able metal tabs make them readily adaptable to every 
filing system. Send for free sample and the GUSSCO 
complete catalog of filing supplies. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 Canal St., New York 13, N. 
Gussco Sales Inc., 337 Winston St., Los a 13, Calif. 
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Bulletin Board n 


A magnetic bulletin board with wood 
grain finish in four decorator colo, 
is among the new Christmas items a 
nounced by Doringer Co., Inc. Th 
board comes complete with memo pp 
per, pencil and magnets to retail g 
$1. The firm also offers a pair of 
brass finished bookends with leatherle 
inlay to retail at $2.50. 


Note Paper 33 

Daher Company offers a Fantasy 
in Color with Stationery in its por- 
celain metal box containing import- 
ed notepapers and lined envelopes. 
The black enamel box is embossed 
with clusters of brilliant flowers. 
Each box, with sturdy hinged lid, 
contains 25 sheets and 25 matching »s 
double lined envelopes. 


Memory Books 3 

A wide assortment of record and 
memory books for teen-agers is of- 
fered by C. R. Gibson & Co. Among 
titles available are a One and Five 
Year Diary, My Him Book, Friends 
Forever, Party Parade, I have a S& 
cret, Pictures, Scraps "N Treasures, 
School Memories and others. The books are $1.50 to $3.50. 


an 


ex 


BRANCH FACTORY: 
5 WEST 74th STREET 


CHICAGO 36, ILL. 
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BOOST 


YOUR 


SALES 


WITH... 


CRAFTINT-DEVOE TEMPERA 
SHOW CARD COLORS! 


Bigger and better than ever! That’s what 

the Craftint Tempera Show Card Color line is! 
That’s what your sales and profits will be! 
Get on the Craftint bandwagon .. . 

and cash in on our super-advertising program 
... Every set attractively packaged to move 
itself from your shelf! Craftint-Devoe Show 
Card and Spectrum Colors add that 

extra ingredient that makes for a better poster, 
a finer showcard, a more brilliant drawing. 
Craftint-Devoe colors are POSTER- 
PERFECT! Available in 38 perfect-matched 
colors in sizes ranging from the one-ounce 

jar to the gallon size. Also m the following 3 sets: 


No. 6 Tempera Show Card Assortment, 
6 colors 
No. 12 Tempera ShowsCard Assortment, 


12 colors 
“16” Color Wheel Set, 


16 spectrum colors 
Perfect for the professional or amateur artist ... 


_ They sell... sell... SELL! 


WRITE, WIRE or PHONE 


Craftint 


THE CRAFTHNT MFG. COMPANY 
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w|\|PROFIT SEEKERS ONLY! 


We've a whole “boot-full” of new 
money-making TUTTLE 


Chuitnas Wraps. 


PLAIN OR DECORATED 


SINGLE ROLL GIFT WRAPS 


GIFT WRAP 
| ROLLS IN CORNER 
| WINDOW BOXES 
COMPLETE ENSEMBLE 
PACKS WITH CARDS 
AND/OR RIBBON 


MASTER 
DISPLAY 
ASSORTMENT 


NEW profit makers 
(not illustrated) 
@ Sequin SPARKLE Tissue 
Folds 
® Decorated FOIL Roll 
Assortments 
® Decorated FOIL in 
Trio-Roll Boxes 
® Colored COATED PAPER 
Rolls 
WRITE for free sample kit. 


JUMBO FOLD 
GIFT WRAP 
SHEETS 


- - = for more details circle 153 on last page 


33 

GIFT 

WRAP 
34 | % 
| 
| ROLLS 
4 
| 3 
> 
Clip. 
_ 
Paper Speciafties you want prom One Source 
STREET 1615 Collamer Ave. Cleveland 10, Ohio 
ILL. > Counter Rolls, Matching Bags and Sheets { 


PRODUCTS ............. 


Desk Barometer 35 


The desk top “weather bureau” 
has taken on a sparkling modern 
look in the Sherwood Barometer 
by Airguide Instrument Co. 
Polished brass knobs and cherry- 
wood case make it an attractive 
accessory. The combination bar- 
ometer, thermometer and humidity 
indicator has a gray and white 
— dial with black graduations. 


Home and Party Games 36 

“Bet a Million,” one of several new 
games offered by E. S. Lowe Co., a 
million dollars in play money and the 
equipment for a variety of gambling 
games. It sells for $2.98 retail. The 
company also offers a variety of bingo 
sets and other games. 


Currency Gift Envelopes 37 

A complete line of currency gift envelopes for the 1958 
season is available from Northern States Envelope Co. It includes 
20 steel die engraved envelopes and nine colored lithographed 
envelopes, with designs for all occasions. Dealers may obtain a 
sample kit and price list. 


Portable Drafting Tool 38 


Design Pak by D. W. Price Com 
\ is described as a complete precision 


drafting room, condensed into a 

attractive, lightweight, portable cag 

With a gift like this, it is said thy 

engineers, designers, draftsmen ané 

architects can eliminate rough 

sketches in the field and can produ 

fast, accurate drawings on the spot 

It has built in drawing board, T-square, triangle, holemete 
compass and protractor. 


Coloring Books 39 

Casey Jones and his “Cannonball Express’ are rolling again ip 
a 116-page coloring book produced by Saalfied Publishing Co. The 
new coloring book, packed in dozens to retail at 29 cents, is on 
of hundreds of children’s books, games and activity items avail 
able from Saalfield’s. 


Desk Accessories 40 


A new line of coordinated det 
accessories has been introduced }y 
The Beckhard Line. It is highlighted 
by a scuff-proof, leather-type viny! 
bonded on steel. Available in fou 
colors are a stamp holder, flip-top 
memo pad with magnetic pencil, sti 
tionery holder, book ends, ceramic 
ash tray, single pen set, double pen 


Rear. < set, pen set with perpetual flip cal- 
endar and a pen set with a block 


Individual pieces range in price from $1.50 to $12. 


VERTICAL 


P LAW OL FILING EQUIPMENT 


brings engineering efficiency to the care and 
use of prints, plans, drawings, al! large sheets. 


Be sure to get your full share of sales generated by our 
consistent national advertising to your best prospects: 
architects, builders, heavy construction, engineers, de- 
sign consultants. Display the complete PLAN HOLD 
line. Use our direct mail pieces for your own list. 


PLAN HOLD Distributors 


The A. Lietz Co. 
California 


Charles Bruning Co., 


B. L. Makepeace, Inc. 
Boston, Mass. 


A. & B. Smith Co. ; 
Pittsburgh, Pa. Frederick Post Co. 


hi 
Defiance Sales Corp. ae 
New York, Philadelphia w. R. Watkins Co., 


Eugene Dietzgen Co. 
All branches 


Charles D. Griffin Co. 
Alaska 


nc. 

All branches 

Dieterich Post Co. 
lifornia 


B. K. Elliott Co. 
Buffalo, Cleveland, 
Detroit, Pittsburgh 
Keuffel & Esser Co. C. J. Castro & Cia. 
All branches racas, Venezuela 


Manufactured by Plan Hold Corp., South Gate, California 


Toronto, Canada 


NEW ow- Cost 


"FOLD-0- MATIC 
Electric Folding 

Machine 


FOLDS* CONVEYS « STACKS 


“THE PRINT-O-MATIC CO., INC. 


724 W. WASHINGTON BLVD. © CHICAGO 6, ILL. 


- = = for more details circle 157 on last page 


FAST 


DELIVERY OUT OF STOCK 
FROM UNLIMITED DESK SELECTIONS 


NO MORE LOST SALES 
ANGRY CUSTOMERS 
HEAVY INVENTORY 

CHestnut 5 — 3375 

OESK 


ROMCO DELIVERY IS SO FAST, ITS INCREDIBLE 
All desks feature ROMCO construction for lasting quality. 
ROMCO EQUIPMENT CO. 

357 MARKET ST. KENILWORTH, N. J. CHestnut 5-3375 
N.Y. OFF. 154 NASSAU ST., N.Y. 38, N. Y. BEekman 3-3922 
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UHEINES PUBLISHING CO., INC.” | \ MAGNETIC 


38 Bringing to you a ‘KING SIZE” line of 


rice Com Card Playing Accessories .. . PHONE 


PICCisign 
“into Tallies Playing Cards 


table case Placecards Card Table Covers 
; said tha Scorepads Bridge Party Paks 


— Rulebooks Bridge Ensembles 

Ugh 

Goren Items Notes and Stationery 

the clips to 
olemeter Ready in August phone 

NEW GOREN SOLO BRIDGE 4 

All Plastic Model $3.95 Retail — 4 

again ip i 

ig Co. Th 
nts, is on | We offer you the most complete line of GOREN 


tems avail. 
Bridge Rulebooks and Scorepads all personally revised ? holds dialer pencil 
| with the new 1957-58 rules by Charles H. Goren.| |} magnetically!. 


| A highly practical accessory, priced low enough to ; 
nated dal . make it absolutely indispensible! Clips to any rec- 
oducelil tangular base phone or phone cover, holds ‘‘com- $ Q5 ] 
highlights Write for our new 1958 catalog fort-contoured’’ mechanical ball-capped pencil in é 
‘ape al | place magnetically. Pad has polished brass top, f i 
\ 


le in . glossy black lacquered base, protective under- 
= lip HEINES pustisHinc co., INC. . pad. Includes supply of standard 4” x 6” sheets. 


pencil, st 123 NORTH THIRD ST. PRODUCTS 
1s, ceramic 
double pen G Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 
1 fli . La } Send for catalog describing complete PAT line: 4 
al flip ql: Stomp Keeper « Tape Keeper « Reel Riter Ball Point Pen « Pin-On Pencil , 


th a block MINNEAPOLIS 1, MINNESOTA TELottach Pencil « Key Keeper e MemoMatic « Rememo y 
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3-HOLE 
PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $4.00 list. 


Order from your Wholesaler 


MODEL 3... Punches 3 holes 
\%" dia., spaced 444" on centers, 
Reduces Noise; Holds Equipment Steady; \%" from back binding edge — 


Increases Efficiency; Prevents Scratching. standard spacing 11" x8)4" sheets. 


JOBBERS' INQUIRIES INVITED NEW ENGLAND PAPER-PUNCH CO. 


, NATICK, MASSACHUSETTS 
5-3375 RUBBER PRODUCTS WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 


3-392 4 PHILADELPHIA 40, PA. ae : Western Merchandise Mart, 1355 Market St., San Francisco 
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Ed-U - Cards 


Children’s 
Educational Games 29c 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. Y 


for more details circle 120 on last page 


4445 W. Belmont 


for more details circle 127 on last page 
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HOWARD 
PERSONAL 
IMPRINT 
EQUIPMENT 


Promotes Gift Sales Of 


Xmas Cards — Book Matches — Writing 
Papers — Lead Pencils — Paper Nap- 
kins — Leather Goods — Playing Cards 
— Gift Items — Fountain Pens. 


Makes up to 
48 stampings 
for one cent; 
stamps one to 
five lines with 
single impres- 
sion. 


WRITE 
FOR DETAILS 


Howard Stamping 
Machine Co. 


Chicago, II 


Children’s Books A 


A new catalog of children’s books and 
playthings is available from The Saalfield 


Publishing Co. Principal categories  in- 


clude coloring, activity and story books, 

puzzles, artcraft items, crayons, magic 

paints and water color boards. 

Revised Cole Catalog B 
A newly revised, 72-page catalog 

featuring their complete line of office 


equipment furnishings is offered by Cole 
Steel Equipment Co. Each page contains 
colored, detailed illustrations with com- 
plete information on the products. 


Bookkeeping Folder Cc 

National Blank Book Co. 
new folder showing the new 
Sandtone machine bookkeeping equip- 
ment including posting trays, stands, 
transfer cases, indexes and forms. 


offers a 
line of 


Partition Brochure D 


Yawman & Erbe Mfg. Co. has an- 
nounced the availability of a new color 
brochure covering their complete line of 
steel partitions. In it are presented spec- 
ifications, descriptions and complete 
illustrations of parts and typical installa- 
tions of office partitions. 


Fastener Equipment E 

New products and new packaging are 
described in the recently published Cata- 
log No. 13 from Arrow Fastener Co. 
The catalog describes the full Arrow 
line of stapling machines, gun tackers, 
pliers and staples. 


Office Tool List F 


The Griffin Manufacturing Co. has , 
new catalog describing its line of pre 
cision built Grifhold tools for hobbies 
graphic arts, offices and crafts. 


Sample Book G 

Dennison Manufacturing Co. has te 
leased a new sample book for its 1958 
Holiday line. 

The stylized book is reported to be the 
largest in the firm's history shows 
many new types of merchandise and style 
of packaging. 


Copy Machine Guide H 

An eight-page illustrated booklet has 
been published by Copease Corp. to serve 
as a guide in the selection of office copy. 
ing machines. The booklet analyzes the 
reasons for growing use of copying equip. 
ment and points out the advantages and 
disadvantages of various machines on the 
market. 


USED AND SERVICEABLE 
OFFICE FURNITURE 


for Dealers and Retailers 


@ DESKS, TABLES OAK AND 

@ BOOK CASES WALNUT 

@ SWIVEL CHAIRS ® 

@ TYPIST CHAIRS 
legal and letter 

@ TYPISTS DESK dae with an 

@ EXECUTIVE DESKS without locks 


DOUBLE AND @ DOCUMENT FILES 

SINGLE PEDESTAL,@ CARD FILES 
We offer to the trade office furniture in 
good condition, priced right so you can 
resell at a good profit. 
Arrangements to ship less than carload 
lots, and carloads if desired. Five ware- 
houses located in Washington, D. C. Un- 
limited stock. Priced Right for Resale. 
To any dealers who find it difficult to 
secure new equipment today we _ recom- 
mend the purchase of this material. In- 
quiries solicited. 


Send for free price list, & catalogue. 
Prices include boxing for shipment. 


MANHATTAN OFFICE 


Equipment Co. Wholesalers 


639 NEW YORK AVENUE, N. W., 
WASHINGTON 1, D. C. 
Maurice Kressin, Gen. Mgr. 
Phone: Metropolitan 8-2043 


for more details circle 133 on last page 


I Retails for $1.00 


Send for literature and prices 


WEINMAN BROTHERS. iwc. 


3260 W. GRAND AVE., CHICAGO 51, ILL. 
- - = for more details circle 155 on last page 
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Holds Paper 
Memos, Recipes, 
School Notes, Grocery Lists, 

Business Reminders, etc., 
WITHOUT PINS OR TACKS. 


Each board complete with 
accessories, packed in 
attractive box. Anexcelient 
gift for all occasions. 
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or several years it has been my 

duty and privilege as legal 
counsel for the Wholesale Station- 
ers Assn. to review and comment 
on the laws, court decisions and 
pending legislation affecting the 
stationers products industry. 

Perhaps there is no legal develop- 
ment of greater importance to the 
retailer, wholesaler and manufactur- 
er of commercial stationery pro- 
ducts than the demise of state fair 
trade laws. That's why it is vital 
that our industry support passage, 
at this congressional session, of the 
Harris Bill (HR 10527). In out- 
lining the scope of the bill, there 
are a number of points of special 
importance. 

1, The Harris Bill, if enacted, 
would give the manufacturers of 
identified merchandise, under speci- 
fied conditions, the right to establish 
the minimum or stipulated resale 
prices of their products throughout the 
United States. No additional state 
legislation will be necessary to per- 
mit resale price maintenance 

2. The Harris Bill covers all com- 
merce which Congress may lawfully 
tegulate, namely, all interstate 
commerce as well as such local com- 
merce as may affect interstate com- 
merce. 

3. Under the Harris Bill, retailers 
in the 48 states, the territories and 
the District of Columbia who, after 
receiving notice, knowingly sell a 
manufacturer's identified products at 
less than the established resale price 
would be liable to legal action by the 
manufacturer. 

4. As a safeguard for competition, 
no manufacturer may avail himself 
of this right unless his identified 
product is in free and open com- 
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Secretary-treasurer, Wholesal 


SEE 


Sy Donald Frey 


Stati s' Association 


petition with articles of the same 
general class produced by other manu- 
facturers. 

5. The Harris Bill is permissive 
legislation only. No manufacturer 
is required to use resale price main- 
tenance. The Harris Bill simply 
permits him, if he chooses, to use 
this means of protecting the value 
of his trademark and the stability 
of his distribution system. 

6. The Harris Bill extends to 
manufacturers who distribute through 
independent wholesalers and retail- 
ers the same right to establish resale 
prices on their branded products 
which is already enjoyed by manu- 
facturers who use such other re- 
cognized methods of distribution as 
consignment selling, dealer fran- 
chises and forward integration. 

The executive committee of the 
Office Supplies Division of the 
Wholesale Stationers Assn. recently 
voted its support of HF 10527. In 
this connection, the committee 
adopted the following statement en- 
titled, “Policy on Fair Trade and 
Discount Houses.” 

“ ‘Fair Trade’ is the concept of 
protecting a minimum resale price 
set by a manufacturer. Discount 
houses are those retail firms which 
sell their products at lower than 
‘fair trade’ prices. State laws on 
‘fair trade,’ intended to prevent dis- 
count house practices, have broken 
down because of unrestricted mail 
order selling and other difficulties 
of enforcement... . 

“Today, the disastrous conse- 
quences to small business by the 
abandonment of resale price main- 
tenance can be averted only by a 
federal law that will operate in 48 
states, curbing unfair competition 


of jungle price warfare in the mar- 
ket place. Such a bill has been of- 
fered in Congress, known as HR 
10527. Our industry should sup- 
port the passage of this bill. Many 
trade associations have already done 
so. 
“The bill is designed to equalize 
rights in the distribution of identi- 
fied merchandise and to protect 
small business men from the jungle 
pricing tactics of merchants with 
superior dollar power. The bill 
would enforce, on a national scale, 
minimum or stipulated resale prices 
on such merchandise by giving 
actual notice of the established 
prices to wholesalers and retailers. 
The manufacturer's established price 
in his trademarked product would be- 
come binding through actual notice to 
his distributors. A signed fair trade 
contract or the operation of a non- 
signer clause would no longer be re- 
quired. 

“The bill would permit manu- 
facturers and wholesalers of iden- 
tical products in free and open com- 
petition to maintain upon their 
products prices which are adequate to 
enlist the active efforts of distri- 
butors, at all necessary or appropri- 
ate stages of distribution, and which 
are low enough to compete effective- 
ly with other goods adapted to serve 
the same needs of the ultimate con- 
sumer. 

“Until the passage of this bill, 
we believe that manufacturers 
should continue to advertise sug- 
gested retail prices and to sell 
their products through full-line 
year ‘round wholesalers whose sales- 
men periodically call on all reput- 
able retail stores in their respective 
territories.” 
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STEP 


Ruler Sales 
And Profits 


RULERS 


AND YARDSTICKS 


DISPLAYS 


July 20-23 — Washington Gift Show, 
Hotel Willard, Washington, D. C. 


July 28 — WSA Mountain States con- 
ference, Brown Palace Hotel, Denver. 


July 31-Aug. 2 — NOFA Western Area 
Conference-Exhibit, Ambassador Hotel, 
Los Angeles. 


August 3-6 — Western Gift, China, 
Glass, Jewelry, Toy, Stationery and 
Housewares Show, Western Merchandise 
Mart, San Francisco. 


August 3-14 — Chicago Gift Show, La- 
salle Hotel and Palmer House. 


August 18 — WSA Mid-Western con- 
ference, Part II, Drake Hotel, Chicago. 


August 24-29 — New York Gift Show, 
Hotel New Yorker & Trade Show Build- 
ing. 

Sept. 1-5 — Boston Gift Show, Hotel 
Statler. 


Sept. 15 — Rosh Hashana, Jewish New 
Year 


Sept. 27-Oct. 1 — NSOEA Conventiogim 
Exhibit, Conrad Hilton, Chicago. 


Oct. 5-11 — National Letter 
Week. 


Oct. 25-29 — Eastern Commercial Sim 
tionery Show, New York Trade Sham 
Building. 


NSOEA regionals ..... 


(Continued from page 50) 

District 3 — Mike Runnels, Comme 
cial Office Furniture Co., Washingtoll 
D. C., was elected governor at the Virgina 
Beach meeting. He succeeds John Busg 
of the Baltimore Stationery Co. Robert ® 
Johnson is new president of the Peg 
Mar-Va Travelers Club. 
District 2 — The ‘Scenic Second” livgl 
up to its name with a meeting at Schrogl 
Lake, N. Y. New governor is Alan Goll 
stein, Rochester Stationery Co., and Dugall 
McLeod was elected president of the Ei 
pire State Travelers Club. 
District 13 —- The Grossinger Holl 
was host for this gathering for the foul 
straight year. Next year will be @ 
fifth. Total registration of 481 includal 
291 dealer personnel. Al Pickar, Aci 
Stationery & Printing Co., Newark, N.@ 
was re-elected governor. Emil Contremm 
succeeds George Nicklaus as president i 
the Metropolitan Travelers Club. A @@ 
play of self-service units by the Bulag 
Corp. was on exhibit for dealer inspal 
tion. 


The more they see 'em the 
more you sell. Set up these 
Senco counter displays and 
see it proved—with profits. 


Three types of Senco Displays avail- 
able. One for School Rulers . . . one 
for Office Rulers and the general pur- 
pose Senco Sell-O-Ramo. Write for 
catalog, prices and deal. Buy from 
your nearby jobber. 


SENECA NOVELTY CO., INC. 
Mfrs. of SENCO Rulers and Yardsticks 
52-54-56 MILLER ST. 

SENECA FALLS 6, N. Y. 


for more details circle 148 on last page 


Minimum Order: 


CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 
preceding the month in which the magazine is issued. RATE 
$4.50. Names and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. 


: 20c a word. 


HELP WANTED 


SALES REPRESENTATIVES 
Wanted to carry line of popular-priced 
Solid-Pak Christmas Cards for nation- 
ally-recognized publisher of greeting 
cards. Write Box 194, Modern Stationer 
and Office Equipment Dealer, 405 East 
Superior Street, Duluth 2, eemeeete 


Reps. wanted — Nationally promoted 

‘FLIP-IT"” albums for department, gift 

stationery and camera stores. Can be 

sideline. Liberal commission. Write 

giving background & territories desired. 

& WADE MFG., 
10- 


Manufacturers Representative wanted to 
sell top line of box stationery to the 
retail trade in California, Arizona, 
Nevada and New Mexico. Send full 
articulars, lines now selling et cetera. 
ox 197, Modern Stationer and Office 
Equipment Dealer, 405 East Superior 
Street, Duluth 2, Minnesota. 8-58 


Distributors wanted for the Midwest and 
South States to handle hot sellin Pe 
motion line of boxed notes to sel 

& 4 boxes for a $1. Box 195, Modern 
Stationer and Office Equipment Dealer, 
405 East Superior Street, Duluth 2, 
Minnesota. 8-58 


62 


Manufacturers representatives wantil 
desk accessories, photo albums, wall 
baskets featuring the hit of the New 
York Stationery Show the ~cighty-<a 
cents promotional line.’ Several 
tories available for top notch men. be 
full particulars, territory covered. Hi 
COBY, ASSOCIATES, 449 BROADWA 
NEW YORK, N. Y. 5-58) 


POSITIONS WANTED 


OBJECTIVE-PARTNERSHIP 
Young man 30, desires position in 
greeting card and/or stationery st 
Brooklyn - Manhattan location preferrel 
Box 196, Modern Stationer and Off™ 
Equipment Dealer, 405 East Supema 
Street, Duluth 2, Minnesota. 


SERVICES 


Christmas Card Imprinting — Full B 
equipment plus large space for sto 
and shipping enable us to give you i 
dependable, complete imprinting servi 
For price quotations send us specif 
tions on your line or lines. HO Y 
CARDS, 7 Hewlett Street, Hempstag 
Long Island, New York. : 
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\DVERTISED PRODUCTS 


01 Acco Products, Inc. — filing supplies — 
page 4. 

02 Acme Shear Company — shears, letter 
openers — page 55. 

03 Add Sales Co. — self-service shelving 
— page 44, 

05 Anco Wood Specialties, Inc. — steel 
drafting table — page 45. 

06 Angler's Co. — briefcase — page 48. 

07 Bausch & Lomb Optical Co. — magni- 
fiers — page 19. 

08 Bay Products, Inc. — files — page 46. 

09 Bee Paper Co. — drawing papers — 
page 48. 

10 Bergstrom Paper Co. — office printing 
papers — page 46. 

11 Bulman Corp., The — display fixtures 
— page 6 

12 Burroughs Corp. — business machines, 

carbon paper — page 9. 

13 C-Thru Ruler Co. — rulers, triangles, 

etc. — page 44, 

4 Changepoint, Inc. — pen set — page 
47. 


5 Colonial Candle Co. — decorative can- 
dies — page 50. 

6 Craftint Mfg. Co., The — show card 
colors — page 57. 

17 Gram, The George F., Co., Inc. — 
world globe — page 50 

8 Dayo Products Co. — card shuffling, 
dealing device — page 20. 

9 Dennison Mfg. Co. — school supplies 
— page 47. 

0 Ed-U-Cards Mfg. Corp. 

page 60. 

l Eureka Specialty Printing Co. — labels 

— page 45. 

Freund-Mayer & Co., Inc. — writing 
popers — page 3. 


— games — 


service you would like 
to know more about, 


ond drop this card i 
9 convenient mailbo 


more. 


about these 


¥, 


123 Gibson, C. R., and Co. — wedding 
album — page 10. 


124 Globe-Wernicke Co., The — filing system 
— 4th cover. 


125 Guide System & Supply Co. — hanging 
folder — page 56. 


126 Heines Publishing Co., Inc. — card 
playing accessories — page 59. 


127 Howard Stamping Machine Co. — im- 
printing machine — page 60. 


128 Ketcham & McDougall, Inc. — magnetic 


phone pad —~ page 59. 
129 Kingsley Stamping Machine Co. — 
monogramming machine — page 51. 


130 Koh-Il-Noor Pencil Co. — ball pen — 
page 52. 

131 LePage’s, Inc. — tape and glue — 
page 41. 


132 Lindy Pen Co., 
— pages 13-16. 


133 Manhattan Office Equipment Co. — 
used office furniture — page 60. 


134 Melind, Louis, Co. — marking devices 
— page 43. 

135 Merriam, G. & C., Co. — dictionary — 
3rd cover. 
136 Montag Bros, — 
— page 37. 
137 Newbury Guild — Christmas card 
books — page 49. 

138 New England Paper Punch Co. — paper 
punch — page 59, 

139 Noesting Pin Ticket Co., Inc. — clips 
— page 56. 

140 North American Van Lines, Inc. — ship- 
Ping service — page 40. 

141 Nu-Art Engraving Co. 
cards — page 55. 


Inc. — ball point pens 


invitations, envelopes 


— Christmas 


142 Oxford Filing Supply Co. — file fold- 
ers, displays — page 17. 


143 Paper Art Co., Inc. — paper party 
goods — page 54 


144 Plan Hold Corp. — vertical filing equip- 


ment — page 58. 

145 Regency Thermographers — stationery 
— page 39 

146 Roberts, Weldon, Rubber Co. — erasers 
— page 39. 

147 Saxon Paper Corp. — typewriter papers 
— page 52. 

148 Seneca Novelty Co., Inc. — rulers, 
yardsticks — page 62. 

149 Smith, The S. K., Co. — accessories 


for desk and home — page 43. 

150 Speedry Products, Inc. — marking de- 
vice — 2nd cover. 

151 Superior Rubber Products Co. — rubber 
base pad — page 59. 

152 Superior Typewriter Co., Inc. — busi- 
ness machines — page 49. 

153 Tuttle Press Co. — Christmas wraps — 
page 57. 

154 Warshaw Mfg. Co., Inc. — reinforce- 
ments, labels — page 51. 

155 Weinman Brothers — memo board — 
page 60. 

156 Write, Inc. — carbons, ribbons — page 
54. 


157 Print-O-Matic Co., Inc. — folding ma- 
chine — page 58. 
158 Romco Equipment Co. — desk — page 


159 Smith, E. Errett, 
cover — page 38. 


160 Blakeslee, C. Scott & Associates, Inc. — 
games — page 42. 


Inc. — card table 


161 Modern Specialties — carton cutter, 
string cutter — page 42, 


162 Valid Process Co. — wedding announce- 
ments — page 53. 


8-58 
MODERN STATIONER Name 
Tell-Me-More Dept. Business Name 
Please print or Street 
type information City State Zone .......... 
Christmas Products: Al 1 2 3 4 5 6 7 
8 9 10 WW 12 13 14 15 16 17 
18 19 20 21 22 23 24 25 26 27 
28 29 30 31 32 33 34 35 36 37 
38 39 40 
New Products: 1A 2A 3A 4A 5A 6A 7A 8A 
9A 10A 1A 12A 13A 14A 15A 16A 17A 18A 
19A 20A 21A 22A 23A 24A 25A 26A 27A 28A 
Yours for the Asking: A B C D E F GH 
Advertised Products: 101 102 103 104 105 106 107 108 
109 110 111 112 113 114 115 116 117 118 
119 120 121 122 123 124 125 126 127 128 
129 130 131 132 133 134 135 136 137 138 
139 140 141 142 143 144 145 146 147 148 
149 150 151 152 153 154 155 156 157 158 
159 160 161 162 


Note: Inquiries for items listed not serviced after 3 months from date of issve. 
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1A Cash Register 
2A Ballpoint Pens 
3A Stamp Dispenser 
4A Road Atlas 


5A Improved Fastener Folder 


6A Bali Pen 

7A Correction Chalk 
8A Erasing Set 

9A Office Stapler 
10A Self-sealing Plastic 
11A Binder Clips 

12A Postal Scale Dials 
13A New Chair Line 
14A $15 Christmas Card 
15A Novelty Card 

16A World Map 

17A Insulated File 

18A Metal Book Mark 
19A Greeting Cards 
20A Ball Pen Refills 
21A Calendar Desk Pad 
22A Aluminum Chairs 
23A Card Rack 

24A Anti-Recession Cards 
25A Dispenser Package 
26A Automatic Index 


‘ostage 
Will be Paid 


NEW PRODUCTS 


27A Catalog Binder 
28A Photocopy Machine 


YOURS FOR THE ASKING 


Children's Books 
Revised Cole Catalog 
Bookkeeping Folder 
Partition Brochure 
Fastener Equipment 
Office Tool List 
Sample Book 

Copy Machine Guide 


> 


CHRISTMAS PRODUCTS 


Al Card-Gift Combination 
1 Wrapping Ensemble 
2 Gift Sacks 
3 Silver Backed Ribbon 
4 Colored Tape 
5 Display Rack 
6 Holiday Stencils 
7 Merchandiser 
8 Gift Wrap Kit 
9 Spanish Text Cards 
10 Display Fixtures 
11 Wrapping Supplies 
12 Mosaic Cards 


ry 
If Mailed in the 
United States 


FIRST CLASS PERMIT NO. 665. 


BUSINESS REPLY CARD 
SEC. 34.9. P.L.&R., DULUTH, MINN. 


TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 


DULUTH 2, MINNESOTA 


more. 


about these 


13 3 New Albums 
14 Religious Cards 
15 Fine Writing Paper 

16 Holiday Line 

17 Foreign Text Cards 

18 Writing Paper 

19 Contemporary Cards 

20 Coloring Tools 

21 Desk Sets 

22 Pen and Pencil Set 

23 Featherweight Pen 

24 Novelties 

25 Portable Typewriter 

26 Christmas Plaques 

27 Hobby Tools 

28 Desk Set Series 

29 Memo Set 

30 Coloring Set 

31 Candle in Glass 

32 Bulletin Board 

33 Note Paper 

34 Memory Books 

35 Desk Barometer 

36 Heme and Party Games 
37 Currency Gift Envelopes 
38 Portable Drafting Tool 
39 Coloring Books 
40 Desk Accessories 


jatormeiion on new 
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MERRIAM 
MOVES FAST! 


pays you more dollars of profit for every 
dollar invested in inventory 


To get a clear picture of where your profits come 
from, you multiply profit per item by the annual rate 
of turnover. 


And the answer you get is that Webster’s New Col- 
legiate Dictionary, a Merriam-Webster, is one of the 
most profitable items in your store. There’s nothing 
like it for turnover, nothing like it for dollars of profit! 
Fast turnover like this doesn’t just happen. The su- 
perior quality in Merriam-Webster is recognized by 
teachers, parents, students, and businessmen the 
world over. Webster's New Collegiate is the only desk- 
size dictionary ever advertised regularly and contin- 
uously to the millions of readers of Life . . . as well 
as in Time, The New Yorker, Atlantic, Harper's, 
Saturday Review and other leading publications. 


Dealers in all parts of the country have found that 


they make more money from dictionaries when they 
concentrate on Merriam-Webster. And with today’s 
great emphasis on education, the profit potential from 
this year-round best seller is greater than ever! Why 
not build a mass display in your store now? 


G. & C. Merriam Company, Springfield 2, Mass. 


Gentlemen: Please send me copies of Webster’s New Col- 
legiate (No. 9, indexed) and bill me @ $6.00 less trade discount. 


[] Check here if you would also like a copy of the Merriam- 
Webster catalogue and discount schedule. 
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Here's how Safeguard eliminates your 


customers’ wa/ting-fime irritation ! 


If your customers have ever waited for a vital paper while 
mounting minutes played havoc with their good nature, they'll 
be interested in Safeguard, Globe-Wernicke’s engineered, time 
and motion-saving, color-keyed filing system. Five different 
filing systems, each so simple anyone can learn the procedure 
in minutes, tailor Safeguard to all your customers! And, Safe- 
guard’s components (letter or legal size guides and folders) fit 
any filing drawer or cabinet with no special equipment needed. 

Safeguard’s exclusive features assure your customers a filing 
system that provides instant, automatic record control, speeds 
up filing and finding, cuts down on errors, lowers clerical costs 
for increased office productivity and efficiency. 

As a Globe-Wernicke Franchised Dealer, you sell the Safe- 
guard System as well as the most complete line of metal business 


equipment in the world. A dynamic, year round national 
vertising campaign in leading news and business magazines 
a power-packed Sales Aid Program develop local impact 
you. Write today for information on all the advantages of 
curing a valuable G/W Franchised Dealership that can leaf 
an entirely revitalized business for you. 


GLOBE-WERNICKE 
® 


THE GLOBE-WERNICKE CO. * CINCINNATI 12, OHIO 


remember . . . success depends on the strength of your 


“ SAFEGUARD is my choice, because “ SAFEGUARD is my choice because it’s so “ SAFEGUARD is my choice, bees 
any information or correspondence I simple to follow that it takes less time to do the it keeps our files under control at 
need from the files, gets to me fast. filing. Safeguard’s color-keyed tabs flag in- times, and makes it easy to exp 
‘Out guides’end missing papers too!” stantly just the folder I want.” our filing operation.” 
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